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DEXTER | 


Colonial Cabinet Hardware 


AUTHENTIC IN DESIGN + YET LOW IN PRICE 





Beautifully designed in etched 
metal, this brand new line of 
Dexter Colonial Cabinet 
Hardware includes H & L 
hinges, strap hinges, knobs, 
latches and pulls. Two finishes 
are available: antique black or 
antique bronze... and they 
match Dexter’s etched finish 


Lifetime locks. 


DEXTER LOCK COMPANY 


GRAND RAPIDS + MICHIGAN 


A SUBSIDIARY OF NATIONAL BRASS COMPANY 
In Canada: Dexter Lock Canada Lid., Guelph, Ontario 


in Mexico: Dexter Locks, Plata Elegante, S.A. de C.V., 
Monterrey, Nuevo Leon 
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DEALERS ARE NOW FEATURING THIS NEW COUNTER DISPLAY 


MANUFACTURERS OF DEXTER filme Locks 
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WINDOWS 
REMOVE ! 
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R+O+W windows outsell all competitors. 
This leadership has been built on the 
public demand for windows with the 
patented R+O-W lift-out feature—plus 
quality construction and fair price. 


Your customers deserve the best 


R.O.W. SALES CO. 134466 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 


ROW ta the registered trade mark of the R.0O.W. Sales Co, 
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Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 


these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods 


“Abbott Fox Lumber Co. . . . . Iron Mountain, Mich. *+Ahonen Lumber Co. 


+ + « + «+ «+ «+ (onwood, Mich. 
Manufacturers and Concentrators of Hardwoods, Hemlock and White Northern Hardwoods, Hemlock. White Pine. Spruce. Planing Mill 
Pine. Planing Mills. Dry Elilns. —Modern Dry Kilns. “AAA brand MFMA Hardwood Flooring. 

Hardwood and Softwood Pallets. 


*tHolt Hardwood Go. . . . . ee + + Oconto, Wis, “Copeland Lomber MS, Se sikeil go ace oy _thicats, UH. 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, ette and Cusino, Mich’ 
Herringbone, Parquetry types; all types Heavy Duty Flooring. Sales, Otice — eed, ne Pane 136 9, Ls Salle St. 


“C. M. Christiansen Co. 2 =. . . =. =. Phelps, Wis. 
*t), W, Wells Lumber Co. A 54 gee Menominee, Mich. An outstanding Wisconsin lumb factu — Hardwood, White 
Hard Ma and Oak Flooring. Herringbone, Block pa Pine, Hemlock and Cedar Products. 
Custom kiln drying. Upper “=. jw. Maple and Birch =. 





“Wm. Bonifas Lumber Co. (,,.,2ms% gcles Neenah, Wis. 


enisco, Mich. 
Northern Hardwoods, White Pine. 


Modern Dry Kilns. Expert Millwork. 
Edward Hines Lumber Co. : . . Chicago, Il. 


Mill at Michigan * 
re, by y Mac in Siasing Mill on and — Kilns Goodman Lumber Company _ . « Goodman, Wis. 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


*Bochm-Madisen Lumber Co. . . . WMilwoukee 3, Wis. Michigan Pole & Tie Co. . . . . Newberry, Mich. 


Northern Hardwood Lumber. Old Faithful Hemlock. NORTHERN 
Mil: Lake Sindee. Mich. Mirs. Hardwoods. L.C.L. shipments kiln WHITE . d Piling. Excellent Transit Mill 
dried hardwoods trom stock at Thiensville, _— woe £3, — a 


“Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 
Soo Lumber j Roddis Lumber & V Co. of Mich. 
Cadiliae eo Ly Ge. - « «Sault Ste. Marie, Mich. Roddis Lbr. & Veneer Co., Lid... Sault Ste. harte, Ontario. Can. 
ee ee en eee Beaty. Saute. White Fine Complete stock N. Hdwds., Hemlock, W. Pine. Cedar Prod., Ma 
q, Resawing. Birch, Fig. Hdwd. Ven‘r’d Doors. ky Modern Dry Kiln facilities. 


tMember Maple Flooring Mfrs, Assn. *Member Northern Hemlock & Hardwood Mfrs. Assn. 
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we have the 


PROPOSITION 


to launch a dealer on a successful selling 

program. The way to get more sales and be 

part of Winter Seal’s new sales team is to in- 
vestigate; become sold on this service-free 

line that eliminates selling problems. 


SCREENS ° 


ALUMINUM 
STORM 

Doors 

AND SCREENS 


we have the 


PRODUCTS 


to carry out our program. Quality engi- 
neered, respected even by the keenest com- 
petitors and designed to have maximum 
appeal for home owners, Winter Seal’s Hi- 
Strength aluminum line is quality, yet 
priced for the great mass-market. 


ALUMINUM 
DOUBLE-HUNG 
WINDOWS 
AND SCREENS 
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ALUMINUM COMBINATION 
“SLIDING-TYPE” 

STORM WINDOW AND SCREEN 


you have the 


PROFITS 


required to build a sound business future. 
You make more with the nationally-adver- 
tised Winter Seal line because you can 


ALUMINUM 
CASEMENT 
STORM 
WINDOWS 
AND 
SCREENS 


sell more with our promotions and sensible 
plan for sales action. 


e 
= (Nite Now 
FRAMED +++ for complete details of 


JALOUSIES our profitable franchise. Handle this lead- 
ership line for real business growth. 


WINTER SEAL CORPORATION, DEPT. AL-1, MEYERS RD., DETROIT 27, MICH. 
WINTER SEAL OF CANADA, TYURONTO,. 15 
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Winter Seal . . . Made tn Detroit, Sold Coast To Coast And In Canada. 
Also a complete line of Aluminum Jalousie Doors, “One-Piece” Round 
Top Doors, Screens & Storm Panels for all window types. 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


ARE WE OVERBUILDING? There is nothing to suggest that we are at present. But by 
this time next year, you are almost sure to hear important voices raised 
on the subject of overbuilding. Homes are being built more rapidly than 
new families are being formed. The key question is this: how long will 


low down payments and long amortization keep the buying of homes cheaper 
than renting? 


RENT CURVE LEVELING OFF. The rent curve hasn't been rising nearly as fast this 
year as in 1953. In fact, you are beginning to hear of areas where it 


isn't rising at all. Leveling off in rents could change the sales picture 
for homes—old homes first, but new ones not long after. 


FINANCING STILL TIGHT IN SOME AREAS. As Don Campbell, secretary of the Kentucky 
Retail Lumber Dealers Association, comments the new mortgage terms have 
meant little in certain states. Don says that finding mortgage money is 
actually more difficult today in his state, especially in rural areas. 
In addition he has found that the FHA scandals have made field offices 
uneasy and overly fussy on specifications. 


VETERANS BEING WARNED. Abuses are showing up where veterans get preferential 
terms, then promptly turn the house over to non-veterans. Veterans are 
Still liable in most cases for any defaulted loan, the government can sue 


him. Legislation to relieve veterans of liability is said to be sched- 
uled for the next congress. 


IMPROVEMENTS START IMMEDIATELY. A recent government study reveals that out of 
1,000 new home buyers, nearly 700 begin almost immediately to make im- 
provements, usually projects that expand the size of the house. About 160 


spend more than $950; about 90 from $550 tu” $950; about 260, from $150 
to $550. 


UNION WAGES HIGHER. Wage scales increased an average of 10¢ per hour for union 
building trades workers in cities of 100,000 or more during 1954, accord- 


ing to the Bureau of Labor Statistics. Journeymen's scales moved up 10¢; 
helpers and laborers advanced 9¢. 


BIGGER LOANS FOR SMALL BUSINESS. The democrats are already planning to change the 
law next year, loosen the purse strings of the Small Business adminis- 
tration. Talk is of a jump in the limit from $50,000 to $100,000, more 
authority for loan approvals by field offices. 

PAINT SALES DISAPPOINTING. Paint, like a few other building materials, has bene- 
fited much less than you might expect from the construction boom this 
year. Industry sales ran 3%% behind last year through September. 

FUNDS AVAILABLE FOR REHABILITATION. Under the new housing act $5 million was made 
available for financing demonstration projects of urban rehabilitation. 
The money is now being allocated and interested cities should contact 
HHFA in Washington for details. New Orleans began a similar program last 
year and the business it has created for lumber dealers is reported to 
be considerable. Many believe that the renovation of existing, sound 
residential buildings will be a top market in the years just ahead. The 
recently organized ACTION group has this as its goal. ACTION stands for 
American committee to improve our neighborhoods. 

FHA MOVES ON SCHOOL INSURANCE. Regulations have not yet been issued to FHA field 
offices on the new provision permitting insurance of dwelling intended 
for temporary use as school classrooms. However, the FHA Washington 
headquarters will handle applications on an individual case basis pend- 
ing issuance of field instructions. Using new homes as schools began in 
pene and the practice saved the day for many a housing development this 
fall. 


(continued on page 9) 
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How to 


dominate 


your 


market 


There’s just one way to reach a dominant 
position in your trading area. That way, other 
factors being equal, is to give greater service 
than your competitors. 


Over 1600 lumber dealers have found that 
sending HOME Maintenance & Improvement 
to their 400,000 customers and prospects is a 
profitable service—because HOM@ makes it 
easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, aver- 
aging over 64 pages per issue, plus full color 
cover bearing your name, address, yhone num- 
ber and sales message. We mail it to your cus- 
tomer and prospect list—live names, not just 
occupants or boxholders. 

There is timely, 


worthwhile information 





HOME 


Maintenance & Improvement 


Service Manager, Room 2000H, 139 N. Clark St., Chicago 





for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from 
you. 


HOME Maintenance & Improvement will 
go a long way toward solving your local ad- 
vertising problem. It’s inexpensive — costs 
less per copy than to write and mail a personal 
letter. It saves selling time, and only you get 
the benefit and credit for its stimulating ideas. 


We want to give you full information and a 
complimentary copy of the magazine. Just 
mail us a request today. 











Illinois, FInancial 6-5380 


Another effective service ye for the retail lumber and building products dealer by 


American Lumberman and Bui 
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The second national exposition 
and convention of the National 
Retail Lumber Dealers Association 
is definitely scheduled for the 
Cleveland auditorium, October 11- 
16, 1955. 

The six-day event will be open 
to both retail dealers and the gen- 
eral public. It will be jointly spon- 
sored by NRLDA and the Ohio 
Association of Retail Lumber 
Dealers. The exposition will re- 
place the 1956 Ohio convention, 
normally held in January. It is 
understood that the exposition will 
be staged each year in a different 
city, with the cooperation of other 
federated state and regional asso- 
ciations. 


Convention Highlights 


Preliminary planning calls for 
a refined show with the exposition 
committee profiting by the lessons 
learned at the first show at the 
Kingsbridge armory in New York 
City. Here are just a few of the 
changes being discussed’ by 
NRLDA members to stage an im- 
proved exposition that will encour- 
age top dealer attendance: 

1. The number of days for the 
show will be cut to just six days 
instead of 10. Both manufacturers 
and dealers felt the first show 
was too long. 

2. Separate hours for dealers 
and public attendance will be 
planned. The consumers will prob- 
ably be only admitted after 5 p. m. 

3. Manufacturers will be encour- 
aged to design displays that help 
the dealer with good ideas for his 
retail yard. In simplest terms 
NRLDA will tell exhibitors: “Im- 
agine a dealer has offered you 20 
feet of space to promote your line 
to consumers and _ contractors. 
Think of color, texture and the 
dramatic possibilities of your 
product. Our idea is that the ex- 
position should become one vast 
building material showroom with 
the latest display and merchandis- 
ing developments.” 

1. A special program is being 
developed to attract and sell the 
consumer. The public will still be 
encouraged to visit the booths but 
demonstrations and other special 
events are planned. 

5. A sparkling model retail store 
will be built to show consumers 
the progress being made by the 
retail building material industry. 
It will be part of the over-all pro- 
gram to encourage the public to 
“see your lumber dealer first be- 
fore you build.” 


Magazine Praised 

American Lumberman’s two edi- 
torials, “The Show Must Go On,” 
was credited by many key NRLDA 
show committee members as being 
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NRLDA Exposition Set for Cleveland 


.__The Show Hast Go On! 
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EDITORIALS by American Lumber- 
man gave suggestions for improving 
the exposition and urged it being re- 
peated. 





extremely helpful in planning the 
1955 exposition. Watson Malone, 
III, president of NRLDA, com- 
mented: 

“The pattern for the new show 
very closely parallels the sugges- 
tions of Art Hood in his editorials. 
They were constructive and prac- 
tical.” 

Phil Creden, exposition chair- 
man, said, “in planning for next 
year we frequently referred to the 
editorials in American Lumber- 
man. We also relied on the ideas of 
manufacturers and dealers, but 


Art’s editorial was very helpful.” 









































































NEWS 


The giant Cleveland auditorium, 
many times larger than the Kings- 
bridge armory in New York, is 
expected to result in a smoother, 
more effective show in 1955. Plans 
for the clinics and demonstrations 
are still in the formative stage, 
but the committee is promising 
outstanding sessions. The NRLDA 
board of directors will probably 
meet at Cleveland October 9-11 at 
the Hotel Cleveland. 


Mills Boost Cement 
Prices in Northeast 


Cement prices in the northeast 
United States have been raised as 
much as 15¢ a barrel for regular 
and quick-setting grades by most 
major producers. The increase wil! 
become effective January 1. The 
area includes Pennsylvania, New 
Jersey, New York, Ohio and the 
New England states. 

This price rise will bring the 
cost of cement in the area roughly 
up to that prevailing in other sec- 
tions of the country. Increases in 
the South and Midwest of 10¢ and 
15¢ a barrel went into effect last 
July 1. 

The price appearing on most 
producers’ lists after the first of 
the year will be $2.90 a barrel at 
the mill, up from the current price 
of $2.75. 

An estimated 50 million barrels 
of a total annual capacity of ap- 
proximately 290 million will be 
affected by the price rise. Industry 
giants who boosted prices include 
Universal Atlas Cement Co., a 
wholly owned subsidiary of U. 8. 
Steel Corp.; Lehigh Portland Ce- 
ment Co., and Alpha Portland 
Cement Co. In each case the com- 
panies raised prices only at their 
eastern mills. 











CLEVELAND has been selected for the 1955 NRLDA convention and exposition. 
It will be held, above, at the municipal auditorium. 
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November Home Building 23% Above ‘53 


The construction industry ham- 
mered out another monthly record 
in November, though activity de- 
clined seasonally from the month 
before. 

Private building outlays totaled 
$2.3 billion, about 3% below the 
preceding month but 12% above 
the 1953 level. The bulk of this 
spending, for private residential 
building, amounted to $1.3 billion 

the largest November total on 
record and 23% more than the like 
month a year ago. 

The Commerce and Labor de- 
partments jointly estimated spend- 
ing for work put in place last 
month at $3.3 billion—8% more 
than November a year ago but 6% 
less than in October. 

Private non-residential build- 
ing, at $551 million, registered a 
2% rise from the preceding month 
and 5% above the like month of 
1953. Expenditures for new office 
building and church construction 
were at a record high in Novem- 
ber, while a continued recovery 
was indicated for private indus- 
trial construction, which showed 
an upturn for the second consecu- 
tive month, the report said. Farm 
construction, public utility work 
and other miscellaneous items not 
classified either as residential or 
non-residential make up the other 
$500 million of the $2.3 billion 
private construction tally. 

New construction activity this 
year has consistently topped year- 
ago levels each month with the ex- 
ception of March, which settled 
just under 1953. For the first 11 
months of this year, new construc- 
tion outlays amounted to $34.1 bil- 
lion—up 5% from the like year- 
ago period. 

Adjusting their figuring to in- 
clude “seasonal” factors, the de- 
partments said outlays for new 
construction in November were at 
an annual rate of $38.1 billion, the 
highest level ever reached. The 
previous top was an annual rate 
of $37.8 billion in September of 
this year. 


L-O-F Says Low Tariffs 
Caused Glass Shortages 


Recently reported shortages of 
plate and window glass which in- 
dustry leaders regard as tempo- 
rary are the result of enforced cur- 
tailment of American production 
due to large scale imports of cheap 
foreign glass during the last year 
and a half, according to John D. 
Biggers, chairman of Libbey- 
Owens-Ford Glass Co. 

“Whenever foreign business con- 
ditions are depressed,” Biggers ex- 
plained, “European glass manufac- 
turers can greatly increase their 
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sales to U S buyers due to advan- 
tage of their low wages. The pres- 
ent reduced tariffs on flat glass do 
not begin to equalize foreign and 
domestic wage costs, foreign wages 
being only about one-fifth of the 
wages paid by the flat glass manu- 
facturers of the United States. 
Foreign manufacturers use virtu- 
ally identical glass-making fur- 
naces and machines so their cost 
of production is substantially be- 
low American costs. 

“The recent influx of foreign 
window glass started in 1953, and 
the reduced demand for American 
made glass caused furnaces to be 
shut down and workers to be laid 
off in a number of cities.” 

“Less than two months ago there 
was a sudden increase in the de- 
mand for flat glass throughout the 
world. Much foreign glass was 
naturally diverted from U S mar- 
kets. American glass manufactur- 
ers took immediate steps to in- 
crease production but it takes a 
minimum of 30 days to bring an 
idle furnace up to glass-melting 
temperature. The unexpected de- 
mand was accentuated by hurri- 
canes Carol and Hazel. However, 
there is no evidence that new 
homes or other buildings are with- 
out glass, and there is every pros- 
pect that window glass will soon 
again be in normal supply. Ameri- 
can window glass manufacturing 
capacity is fully equal to the pres- 
ent large requirements of the con- 
struction and other window glass 
consuming industries.” 

“The situation in the plate glass 
industry is somewhat comparable. 


Due to the large importations of 
foreign plate glass and reduced 
orders from their customers, tie 
U §S producers took advantage of 
the lull in business to complete the 
last steps in an expansion and im- 
provement program in which they 
have invested more than $100,000,- 
000 since World War Il. As a re- 
sult, four of America’s great plate 
glass factories were out of produc- 
tion during a substantial part of 
the summer and early fall of this 
year. All are now back in full op- 
eration and it is reasonable to ex- 
pect that the great capacity of the 
American plate glass industry will 
be able to keep pace with present 
unprecedented demand.” 


Building Industry 
Studies Modular Plan 


A conference on modular coordi- 
nation and its value in contempo- 
rary building was conducted by 
the Building Research Institute 
at the National Academy of 
Sciences, Washington, D. C., this 
month to study the potentialities 
of modular measure as a method 
of reducing present-day high con- 
struction costs. Present experience 
with modular measure indicates 
that it could have an estimated $5 
billion a year in the cost of new 
buildings. 

Modular measure was proposed 
in 1936 by Albert F. Bemis, a Bos- 
ton industrialist, as a way to re- 
duce the cost of housing. The 
American Institute of Architects 
and The Producers’ Council, Inc., 
recognized its merit and the Amer- 
ican Institute published the first 
American standards on modular 
measure in 1946. 


See ‘55 Spending at Record $370 Billion 


Spending throughout the United 
States during 1955 for all goods 
and services may reach $370 bil- 
lion, topping the previous record 
established in 1953 by approxi- 
mately $5 billion and well above 
the $356 billion estimated for the 
current year, according to a com- 
prehensive economic study sub- 
mitted to Carroll M. Shanks, presi- 
dent, Prudential Insurance Co. 

The report forecast: 


1. A rise of $9 billion in con- 
sumer spending. 

2. Continuation of existing lev- 
els of Government (combined Fed- 
eral, State and local) spending. 

8. Continuation of stability in 
consumer prices, although there 
may be “some tendency to inch 
upward” later in the year. 

4. An increase of at least $5 
billion of business spending be- 
cause inventories are expected to 
remain constant throughout the 


year rather than decline as in 


1954. 
High Capital Outlay Due 


5. Continuation near the pres- 
ent high level of business capital 
expenditures. 


6. Spending on new home con- 
structior. close to the 1954 all-time 
record of $13.5 billion. 

The number of employed per- 
sons during 1955 is likely to rise 
by one million; average earnings 
probably will increase about 5¢ per 
hour, and the work week will con- 
tinue on about the present average 
of 39.8 hours, according to the 
report. Unemployment during 1955 
will drop to about 4.3% of the 
labor force, near normal for pros- 
perous periods. This favorable 
employment outlook, it noted, 
should result in a 5% rise in wage 
and salary income in 1955 over 
1954 — a gain of about $9 billion. 
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Better farming makes him 
a better customer for you! 


Top farmers produce twice as much per acre, 
twice as much per man, as average farmers— 
and buy twice as much to live twice as well. 


Our job is to help more farmers become . . a 
sid feallans, Starting in January 


That makes more top customers for you. 


For what you sell—building materials — Country Gentleman iS 


is needed to achieve betier farming. 


Better farming on more farms—more sales changing its name to 


to more prosperous farmers. . . that’s what 


Dee ciate: 


(To obtain more data on advertised products see page 54%) 
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A Good Deal... 


Lockwood Oak Flooring saves up 
to 35% in laying and finishing 
costs, but beauty and quality are 
the features that give it prefer- 
ence by America's most reputa- 
ble, experienced builders. 








Pz 


NO 
SPLINTER! 
Thanks to 
Lockwood's 


“Splinter Clipper” 


Why is Lockwood Oak Flooring a good deal for good dealers? Because Lockwood is the 


trouble-free oak flooring. Through three different boom periods in home building, dealers who stock 


Lockwood Oak Flooring have found that this product pleases their customers so completely that 


they use it again and again, when making flooring installations. Any building material that makes 


and holds the trade like Lockwood Oak Flooring is certainly a good deal for good dealers! 





THE 
OAK 
FLOORING 
WITH 
THE 
NAIL 
GROOVE 








EASED EDGES WITH NAILING GROOVE iN TOP 
OF TONGUE speed laying and finishing 

Another Lockwood development is the Splinter C)ipper, 
a Saw that darts into the end-matched piece, beveling 
the grooved corner, and thus eliminating the annoying 
“chip” or “splinter” that so frequently is left there by 
less thoughtful raethods of manufacture! 

These combined features make possible Lockwood's 
ready-but-snug fit, which is credited by flooring installa- 
tion contractors with savings up to 35% in labor costs 
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Are you stocking Lockwood Oak Floor- 

? Why not contact us and let us supply your 
requirements? You'll appreciate our service and the 
fact that distribution is direct to the dealer — more 
convenient and economical to the dealer — within 
trucking area, via our own company-owned and 


maintained giant vans. 


* Lockwood's kiln-drying is accomplished in 
compartment, cross circulation, fan-type 
kilns, the finest method known! 


Lockwood Oak Flouring also is tempered, 
to make it more resilient and easier to nail. 
it loys and stays straight. 


Lockwood is precision-milled, to provide an 
even surface which requires a minimum of 
sanding. 
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acid | 
~~ )NOFMA\ —__ 
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There's a grade priced for every 
need, each produced in accord- 
ance with NOFMA standords 
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Report from 


December 24 


Construction continues to be the 
bright light in the national econ- 
omy; and it’s for that reason this 
page reports so many building 
statistics. Just as long as they 
continue h‘zh, there’ll be pretty 
general confidence in the national 
business pattern. Stories circulat- 
ing in Washington indicate that 
the administration will do what- 
ever is necessary to keep construc- 
tion in full bloom. 

The Commerce and Labor de- 
partments have reported that the 
construction industry — including 
light and heavy, privately financed 
and public—spent $3.3 billion in 
November for work actually put in 
place. That’s 8% more than for 
November of a year ago; but it’s 
6% less than in October this year. 
The latter is of course the expected 
seasonal decline. 

Except for March of this year, 
which missed by a hair equaling 
the volume for March of ’53, each 
of the first 11 months has exceeded 
the volume of the corresponding 
months of last year. New construc- 
tion for those 11 months of ’54 
amounted to $34.1 billion; which is 
5% more than for the correspond- 
ing period of last year. 


Record Figure 


Making seasonal adjustments, 
Commerce and Labor report that 
expenditures for new construction 
in November were at an annual 
rate of $38.1 billion, the highest 
level ever reached by an adjusted 
figure. The previous top was the 
annual rate of $37.8 million, in 
September of this year. 

Of course, you understand about 
these seasonal adjustments. By 
going over the records from the 
earliest date they’ve been kept, it’s 
possible to determine the average 
percentage of the year’s construc- 
tion done in each month. Then, 
determining the actual dollar vol- 
ume for a given month, such as 
November, and using the average 
percentage for that month, you 
figure out what 100% would be; 
and that’s the seasonal adjust- 
ment. In this way you can tell 
whether construction is running 
above or below the figures for 
earlier months or years. 

Private building outlays in No- 
vember totaled $2.3 billion; about 
3% below October, but 12% above 
the ’53 level. Private residential 
construction amounted to $1.3 bil- 
lion; the largest November total 


since records have been kept and 
23% more than for November of 
"53. 


Less Public Building 


Total public outlays for the 
month reached $941 million, which 
were 18% under October and 1% 
below November of ’53. Construc- 
tion by state and local govern- 
ments have been reaching new 
record levels; but there has been 
a reduced volume of direct federal 
construction, including public 
housing. 

Two items have worried both 
governmental and industrial econ- 
omists; inventory reduction, and 
reduction of Federal defense ex- 
penditure. Inventory reduction 
seems about completed; and a 
number of industries that have 
been living on their surplus inven- 
tory fat are replacing their re- 
serves, more or less. 

Defense Secretary Wilson says 
he believes defense spending is 
now about as low as it can go, 
safely. The government plans to 
spend $35.5 billion in this fiscal 
year for military purposes; and 
the secretary thinks it’ll continue 
at this level during the next fiscal 
year. 

If the Russian and Chinese com- 
rades start to throwing things, all 
estimates are off. They’re not ex- 
pected to do this. 


Higher Plywood Prices 
Prices of half-inch and _five- 


eights-inch fir plywood — A-D 
grade, for interior use—have in- 
creased by about $4 a thousand 
square feet. Not all companies 
have made the advance, at this 
writing. These grades have car- 
ried low-profit margins, and the 
companies announcing the advance 
say it’s intended to bring prices 
into line with production costs. 
Whatever the reason, there have 
been some price advances. 

Some prospect of unsettled 'abor 
conditions; so observers in Wash- 
ington say. Most likely to show up, 
first, in the automobile field. Some 
difference of opinion about how 
aggressive the unions will be. But 
if business is good—as most econ- 
omists think it will be—union de- 
mands are likely to stiffen up. 

Could be a tough auto strike, 
after the present contracts expire 
in April. However, motor car 
manufacturers are expected to 
vield more or less to avoid a strike; 


but there are limits to the distance 
they’ll go. 


WASHINGTON 


Union Demands 


One labor demand is unlikely to 
be met unless it’s more exactly de- 
fined; and this is the guaranteed 
annual wage. No one, including 
the labor leaders, seems to know 
exactly what it’s supposed to be. 
But the demand is pretty sure to 
show up. 

Another objective of union at- 
tacks, this coming year, will be 
state laws banning compulsory 
union shops. There are said to be 
17 of these state laws; usually de- 
scribed by those favoring them as 
“right to work laws.” Secretary of 
Labor James P. Mitchell told a 
C.1.0. convention he opposes such 
legislation on the ground that it 
does more harm than good. 

Also that when employers, and 
unions representing a majority of 
their employees, agree on a union 
shop, they should have the right 
to it. Whatever else this means, 
it’s sure to start violent protest in 
business groups and to add still 
more temperature to what is prob- 
ably the hottest of all labor issues. 


Labor Lobbying 


Something else it points up is 
the plan of organized labor to in- 
tensify lobbying activities in state 
legislatures. Forty-four of these 
state legislative bodies are to meet 
this winter; and some investiga- 
tion shows that nearly every time 
a legislature meets it amends the 
state workmen’s compensation 
laws. 

Labor wants more liberal allow- 
ances; more unemployment pay 
and covering a longer period of 
time. It also wants state minimum 
wage laws, or higher minimums in 
states that already have this legis- 
lation. 

It happens that a good many of 
organized labor’s objectives have 
the support of the present admin- 
istration. At least one thing for 
business to bear in mind is the 
fact that union labor is becoming 
politically active at all levels: and 
especially, just now, in state legis- 
latures. 

Union leaders are smart cookies; 
know their way around. Here’s a 
story about Walter Reuther, of the 
UAW. According to this account, 
Reuther was shown some new auto- 
matic machines in a big auto plant. 
A company official said, “How’re 
you going to collect union dues 
from these guys, Walter?” “Well,” 
said Reuther, “tell me how you’re 
going to sell them your new cars?” 


R. Y. Kerr 
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Are These the Goals We Seek? 





Perhaps the inevitable and rapid changes 
in the retail lumber and building products 
merchandising will evolve into a general op- 
erating pattern if the objectives of the busi- 
ness become common and standardized. 


Recently a group of several hundred deal- 
ers objectively studied dealer operations and 
concluded: 


(1) That this business is completely unique 


and there is nothing comparable in American 
industry. 


(2) That it combines a yard, warehouse, 
shop and store business in a single facility. 


(3) That dealers vary their emphasis on 
each of these four phases. 


(4) That as yet no single type of estab- 
lishment is sufficiently numerical to constitute 
the ultimate pattern for operation. 


The group thus found among themselves 
a very considerable uniformity in terms of 
objectives which were expressive of their 
individual aims and purposes. Here is the list: 


Dealer Objectives 


1. To service our community with as com- 


plete a line of building materials and services 
as possible. 


2. To be efficient distributors for manufac- 
turers and thus establish our vi‘al role in 
their minds. 


3. To earn a con‘inving net rroft alequate 
to: (a) provide an adeqva'e return on invest- 
ment; (b) provide for con'irg>ncies; (c) pro- 
vide for ex~ansion and dé velopment of the 
business and (d) provide for increased com- 
pensation, incentives and benefits for em- 
ployes. 


4. To provide the best possible working 
conditions for our employes. 


5. To develop constructive attitudes, desires 
and working habits, as well as the ability, 
initiative and self-reliance of our employes. 


6. To promote the welfare of the people in 
the business in matters of incomes, health, 
education, safety, family stability, home own- 
ership and community responsibility. 


7. To do our part in improving the political, 
cultural, social and economic environment in 
which we operate. 


8. To conduct our competition in an ethical 
manner. 


9. To anticipate and provide for manage- 
ment replacements when they become nec- 
essary. 


10. To cooperate for mutual profit with the 
other local factors of the building industry. 


11. To serve all of the industry’s retail mar- 
kets and serve them well. 


12. To expand our business where feasible 
so that newcomers will have continuing diffi- 
culty in reaching our sales volume. 


13. To leave a strong, stable, and well man- 
aged business to those that follow us. 


14. To secure optimum profitable sales vol- 
ume every year. 


15. To earn year after year an 8% to 10% 
net profit on such sales and an 18% to 22% 
return on invested capital before income 
taxes. 


16. To teach our community to understand 
the full significance to them of a modern re- 
tail lumber and building products merchant. 


17. To make the home and its environment 
mean more to the families of the community. 


18. To get increasing satisfaction, enjoy- 
ment and a sense of achievement out of man- 
aging the business. 


It was strongly felt that if these objectives 
were widespread in the industry eventually— 
perhaps even in three to five years, a basic 
service pattern could evolve in this business 
which would be identifiable by consumers 
nation-wide. 


What do you think? 
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POLE-FRAME CONSTRUCTION discussions went on during intermissions as builders 


and farmers asked Deane G. Carter, professor of farm structures, arrow, more about this 
economical construction method. 


Agricultural Ideas Are Changing Farm Buildings 


Lumber dealers, farmers and contractors meet at the Uni- 
versity of Illinois to discuss tough problem of designing structures 
that square with revolutionary changes on the farm. 


To sharply define the farmer’s 
building problems and make spe- 
cific recommendations for struc- 
tures that meet changing concepts 
of agriculture, a Farm Structures 
Day was held in December at the 
University of Illinois, Urbana. 

Lumber dealers, farmers, man- 
ufacturer’s representatives and 
farm experts jammed the clinic 
which was jointly sponsored by the 
Department of Agricultural Engi- 
neering and the Extension Div. of 
the University of Illinois and the 
Illinois Lumber and Building Ma- 
terial Dealers Association. Origi- 
nally, it was planned to limit reg- 
istration to 150, but visitors from 
all over the state and from as far 
away as St. Paul, Kansas City and 
Pittsburgh swelled the final regis- 
tration figure to 185. 

The enthusiasm and _ interest 
generated by those who attended 
this Farm Structures Day has led 
to the scheduling of another for 
next year. 


Farm Changes Inevitable 


The inevitability of change in 
TRUSS DESIGN for clear-span, pole-frame structures was discussed by agricul- farm buildings to fit changing, al- 


tural engineer Howard L. Wakeland. most revolutionary, ideas in agri- 
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FARM STRUCTURE TRENDS were discussed informally by, left to right, Donald 
H. O'Connell, assistant secretary, Illinois Lumber and Material Dealers Associa- 
tion, M. E. Sheid, Southwestern Lumbermen’s Association and Robert Newton, 


University of Illinois Extension Service. 


culture was stressed by Deane G. 
Carter, professor of farm struc- 
tures, University of Illinois, who 
presided at the clinic. 

“Structures are being modified 
to fit changing needs,” he said. 
“More and more farm buildings are 
being carefully engineered on the 
drawing board to give economica!, 
but not necessarily ‘cheap’ con- 
struction. 

“Building farm buildings to 
serve specific functions is opening 
a new market for lumber and 
building materials dealers who 
handle packaged structures and 
help the farmer get the kind of 
a building he needs. 

“The general purpose barn is 
being replaced or remodeled to fit 
modern ideas of farming. In many 
instances, it’s not much of a prob- 
lem to convert a structurally sound 
old building into an efficient farm 
structure. To give the farmer the 
kind of service he needs rural 
lumber dealers are now working 
closely with agricultural colleges 
and taking advantage of extension 
services’ plans and layouts. 


Corn Crib Designs 


“There are changes creeping 
into farming every day. Take the 
storage of corn, for example, the 
old corn crib is no longer satisfy- 
ing the needs of the farmer. It is 
now an accepted practice to pick 
the corn in October at 30% mois- 
ture, hull and dry it in gas-fired 
driers at the rate of 175 to 300 
bushels every two hours. It is pos- 
sible for a farmer to pick, shell, 
cool and bin 700 bushels of corn a 
day—and that’s from the stalk to 
the bin. 

“This means we'll have to think 
more about changes in corn crib 
designs, or remodeling existing 
ones so they can hold shelled corn. 
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Of course, in the year 2000 there 
still will be open corn cribs but 
forced drying is making them ob- 
solete.” 

Other immediate structural prob- 
lems facing the farmer are the 
need for the right size poultry 
houses, how to meet grade-A dairy 
requirements, saving labor in live- 
stock production, remodeling old 
buildings and housing exvensive 
machinery. 


More Large Buildings 


W. W. Irish, assistant in agricul- 
tural engineering, reported on a 
survey of Illinois buildings which 
is nearly completed. 


“The number of buildings on 
farms has decreased during the 
past 10 years,” Irish said, “but 
floor area in new buildings has in- 
creased. So, as smaller buildings 
are torn down, new and larger 
buldings are replacing them. 

“The storage of machinery is 
now important on the farm because 
of the rapid growth of mechanized 
farming. For this reason nearly 
40% of the new buildings provide 
for machinery storage. These in- 
clude pole-frame, arch-roof and 
shed-type structures, besides gar- 
ages and tool sheds.” 


Pole-Plank Silos 


Builders and farmers were espe- 
cially interested in a horizontal 
above-ground silo which uses pole- 
and-plank construction. This silo 
consists of 6”-diam. poles set 4’ in 
the earth and spaced about 4’ 
apart. The sides of silo are made 
of 2x6 T&G planks. Since silage 
liquor is highly corrosive, all lum- 
ber was pressure treated with a 
preservative. 


Packaged Structures 


“Each year during the 10-year 
period which farm structures short 
courses have been held at this uni- 
versity,” Carter said, “questions of 
manufactured — prefab, ready- 
made or packaged — buildings 
have become more and more prom- 
inent. 

“Many of you as dealers or con- 
tractors have taken on the sale of 
small stuff like hog feeders, brood- 
er houses, movable hog houses and 
other wooden structures or you 
prefab them yourselves and sell a 
complete job to the farmers. 

“An exteremely significant ques- 
tion right now is: What are you 
going to do about manufactured 
farm buildings? Some dealers and 
contractors have decided to sell 
and erect these buildings; some 
have decided to stay away from 
them. 


Prefer Lumber Dealer 


“Very few manufacturers have 
the idea they want to trade with 
implement dealers, fertilizer sales- 
men or other independent contrac- 
tors rather than with the lumber 
and materials dealer. 

“From a strictly neutral point 
of view, we at the university are 
certain that the utility-type build- 
ing is likely to be the dominant 
type during the next five to 10 
years. The principal characteris- 
tics of such buildings are clear- 
span roof frame, post-free, or 
nearly so, interior space, light 
framework, thin walls.” 

These buildings are of the fol- 
lowing types: pole-type; laminat- 
ed-arch; frameless (formed steel 
buildings) and steel-frame, gable- 
types with welded steel frames. 
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STAND-OUT RENTAL DEPARTMENT, located near a convenient side entrance 
is a mecca for semi-finished home buyers. Large signs, denoting the department 
and some of the tools available, can be seen from any point in the showroom 


Earns $300 per Month from Tool Rentals 


A $2,000 investment in tools, a 
clearly defined rental department 
and simplified rental procedure adds 
up to $300 per month in extra in- 
come for the Johnson-Campbell 
Lumber Co., Fort Worth, Tex. 

“Our main business is building 
and selling semi-finished homes,” 
says C. D. Nichols, manager, “and 
we find that tool rentals are a natu- 
ral tie-in for our home buyers as 
well as for regular homeowner 
trade.” 

The firm’s rental department is 
located in a corner of the showroom 
near a side entrance to enable easy 
loading of tools into customers’ 
cars. A large, black-lettered sign 
hanging from the ceiling over the 
section carries the legend, Rental 
Dept. The department is visible 
from any point in the showroom. 

Larger tools are grouped on the 
floor; smaller tools are displayed on 
wall shelves. 

“We have tried to keep the rental 
procedure for both the customer and 
ourselves to a minimum of effort,” 
says Nichols. “We have a single 
mimeographed sheet (see cut) 
which serves as the price list and 
the contract with the customer. On 
each rental, we retain an original 
and the customer gets a carbon,” 
he adds. 

Nichols explains that tool main- 
tenance costs are kept to a minimum 
because of frequent trade-ins for 
new tools. Larger tools, like floor 
sanders, are traded about every 
three years and smaller tools are 
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place to post the length of time the tools are in customers’ hands. Notice the 
place for posting information on sandpaper and other materials and the legal 
contract which is included at the bottom of the mimeographed form. 


traded more frequently. 

Rental tools included in the de- 
partment are: floor sanders: floor 
edger; belt sander; speed sander: 
floor polishers; power mowers: ta- 
ble saw; power hand saws: spray 


December 


gun; electric drill; garden plow: 
house jacks ; extension ladders; step 
ladders; plumbing tools; wheel 
barrow; asbestos cutters; staple 
gun; calking gun; ladder jacks: 
and blow torches. 
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department went self-service. Both galvanized and 


SALES JUMPED 40% when this plumbing fixture 
1 copper fittings are stocked in a wide range of sizes. 


service houseware department. Budget terms are fea 
tured to stimulate big-ticket purchases 


2 SINGLE SALES of $80 are quite common in this self- 


Three Lines that Sell with Self-Service 


Housewares, electrical supplies and 
plumbing fixtures have successfully gone self- 
service at the Badger Lumber Co., Kansas 
City, Mo. 


Self-service, step-up, island display fixtures, built 
around supporting pillars are selling three major 
products at the Badger Lumber Co., in the Fairmount 
shopping center, Kansas City, Mo. 

These three items are cooking utensils, plumbing 
supplies and electrical fixtures. A series of 8x8-foot 
island displays, each built around posts and with ac- 
cessible storage areas in a lower portion, are utilized 
for these three lines. 

Customer-response to this type of fixture has been 
consistently good, according to Martin Carlson, man- 
ager of the store. Sales in all three items have shown 
a definite increase with self-service fixtures. 

Cooking utensils are a new item in the recently re- 
modeled store, but they show a lot of promise. 
One complete, top-brand line is handled. The man- 
agement has found that women definitely like the 
open-style display plan on cookware since it permits 
them to inspect the merchandise closely and leisurely. 


Sales Promotion 


Consistent advertising, regular factory demonstra- 
tions and informative talks are basic features of the 
cooking utensil merchandising program. There is 
also emphasis on budget purchases, which allow cus- 
tomers to buy with no down payment and over a six 
months period. This easy budget plan lands a lot of 
sales, according to Carlson. 

“Good utensils are pretty expensive,” Carlson 
pointed out, “and the average householder in our area 
hasn’t the ready cash to pay for them. A deep fryer, 
for instance, is a $46 item, and by adding skillets, 
utensils, pots and pan, a housewife may spend from 
$75 to $80. By setting this up on an easy payment 
plan, we make many a sale.” 


Electrical Supplies 
The electrical display, a duplicate of the utensil 
fixture, features impulse items—light bulbs, switch 
boxes, flashlights, batteries, wallplates. There is a 


Propucts MERCHANDISER 


IMPULSE ELECTRICAL supplies are displayed in 
this fixture at Badger Lumber Co., in suburban Kan- 
sas City. Light bulbs, especially, have proved to be 
a good item 


wide selection of light bulbs, sizes ranging from 7\. 
watt bulbs to those used in three-way fixtures. A good 
selection of bulbs has proved an effective traffic- 
builder, according to the yard manager. 


Sales Up 40% 


Two sides of the plumbing display show galvanized 
fittings. The volume in galvanized fittings spurted 
30%-40% after this self-service set-up was utilized. 

“There is always a homeowner installing a shower 
in the basement,” Carlson explained, “and this 
factor accounts for a lot of sales of fittings.” 

The firm also carries copper fittings, from %%-%, 
inch. They are conveniently stocked in a metal cab- 
inet, and placed in a series of eighteen drawers ac- 
cording to size. The plumbing display also features 
toilet seats, medicine cabinets, hose connections, tank 
balls, floats and washers. 

“Putting our plumbing and electrical goods out 
where people can see we carry a sizable stock,” Car!- 
son savs, “has meant excellent sales results.” 
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H EVEN WEATHERVANES are prominently displayed in use at the Store of 100,000 Ideas 
Store Exterior which opened in South Norwalk, Conn., this fall. 





Store of 100,000 Ideas 








; INFORMATION BAR is the nerve cen NEW ENGLAND KITCHEN complete 
Information ter of the store from which radiates qu with cooking utensils is one of several 
all store activities in the Klaff showroom. Floor is asphalt 

tile in flagstone pattern. 
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Displays 


PACKAGED HOMES are featured by Klaff, 
who shows completed homes in color and floo! 
plans of these same houses. Samples of mate 
rials are shown on movable panels, rear 


BRASS LANTERNS and crystal chan 
deliers are among the 700 lighting fix 
tures on display. Black ironwork is sus 
pended from the ceiling to hold fixtures 


close to the buyer's eye 


Broadway designer was retained to plan a store that’s 
really different, yet efficient, for a Connecticut dealer. 
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Joe Klaff Alswang 


Actually, Joe Klaff calls his 
architectural showroom of build- 
ing materials, “The House of 100,- 
000 Ideas” because it looks more 
like a house than a showroom, but 
definitely it’s a store — a store 
designed to sell subtly, yet effec- 
tively. 

Commercialism is soft-pedaled, 
but prices are neatly lettered in 
black on white cards and placed 
where they are easily read, yet do 
not intrude upon the home atmos- 
phere. 

“It certainly 
easy,” observes 
John Bulkley. 

What makes selling easy is the 
way products are displayed in the 
7,500 square-foot showroom, which 
enables the architect, contractor, 
building mechanic and homeowner 
to see these products as they will 
look when installed. 

There are life-size walk-in dis- 
plays of bathrooms and kitchens, 


makes 
sales 


selling 
supervisor 


BuILDING Propucts MreRCHANDISEE 


separate and distinct displays, yet 
not walled off. You will see uten- 
sils on walls and shelves; vanity 
tables in the bathrooms hold 
brushes and there are towels on 
the racks; lights in the kitchen are 
placed at normal height and nor- 
mal lighting strength. 

Realism extends to doors, shin- 
gles and windows. Down the left 
side of the showroom is a roofed 
framework that displays various 
types of asphalt shingles and is 
also divided by various types of 
doors and windows. The customer 
steps in and finds himself standing 
at the front door of a home. 

Running above the bathroom and 
kitchen displays is a network of 
vertically-mounted mahogany pan- 
eling, which serves to hold lighting 
fixtures and conceal line cables, 
while at the same time allowing 
the ceiling to show through. 

Ordinary merchandise like tools, 
hose, garbage cans and similar 
items are separated from the main 
showroom, so they do not clash 
with the displays-in-use. 

Ralph Alswang, a resident of 
nearby Weston and a stage de- 
signer of famous Broadway plays, 
is the man responsible for this 
eye-appeal layout. The opportunity 
came when fire destroyed the Klaff 
hardware store two years ago. 
Klaff wanted to build something 
really modern and Alswang ac- 
cepted the challenge. 


ese 
Ceilin 
CHECKERBOARD of materials is de 
signed to blend beautifully. Upper left 
plastic glass; upper right, striated ply 
wood with exposed indirect lighting 


All ceilings are of sound absorbent ma 
terials 
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WINDOWS in 
tive daylighting thar 


more than one 


windows in just one wall 


give more effe: 


HORIZONTAL WINDOW gives a 
light than a vertical window of the same area 


wider spread of 


Consider Daylight, View and Appearance.... 











ONE LARGE OPENING allows a more desirable dis- 


tribution of light 
eliminated 


Dark areas between smaller open- 


....- in Window Selection and Placement 


Because windows affect the com- 
fort of people both physically an 
psychologically, they deserve care- 
ful consideration in the planning 
stages of a house, the University 
of Illinois Small Homes Council 
points out in a new circular, “Win- 
dow Planning Principles.” 

The first of three pamphlets on 
windows, this circular explains the 
principles of window selection and 
placement from the standpoints of 
daylight, view and appearance. 


Suggestions in the circular in- 
clude: 

Provide glass areas in excess of 
20% of the floor area of each room. 

Place principal window areas 
toward the south. 

Group window openings in the 
wall to eliminate undesirable con- 
trasts in brightness. 

Use windows in more than 
wall for greater admission 


one 
and 
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better distribution of daylight. 
Place the window as high in the 
yall as possible to lengthen the 
depth of light penetration into the 
room. 

Do not specify cerner windows 
or bay windows as a means to in- 
crease daylight effectiveness of the 
window. 

Screen only those parts of the 
window that open for ventilation 

full screens can absorb as much 
as 50% of available daylight; half 
screens only 15%. 

Finish ceilings and walls in 
light colors to take advantage of 
light distribution by reflection. 

Mount draperies, curtains, 
shades and other window hangings 
above the head and to the side of 
the window frame. 

Provide ventilation openings in 
excess of 10% of the floor area of 
a room. 


Dy ce mober 


cs 


Locate the house and ventilation 
openings to take full advantage of 
prevailing breezes. 

Locate windows to effect best 
air movement across the room 
and within the level where occu- 
pants sit and stand. 

Plan landscaping, interior par 
titions and furniture so they do 
not interfere with air movement. 

Minimize obstructions in the line 
of sight by using fixed glass except 
where ventilated. 


Single copies of the circular, 
“Window Planning Principles,” are 
10¢. Write Small Homes Council, 
University of Illinois, Champaign 
Urbana, Ill 
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tI le. Here’s a big item for your new- 


business file: Over 60 million Americans 
spend $6 billion a year doing their own 
home repairs or improvements. You can 
get a larger share of those dollars by 
featuring name-brand products advertised 
in The Saturday Evening Post. Home 
improvers (71% of Post families own their 


own homes) have more confidence in 


the Post and in Post- 


POS’ I a | 


advertised products. 
The Post gets to the 


heart of America. 

















BEST KNOWN “POWER CUT” 


POWER MOWER .;- 


AS ADVERTIOND mm LIFE 


A leading value in the power 
utting capacity and maneuve 
* on dea me tor mall le 

ereas, Dewgned by America 


turer of lawn mower 


© PULL FACTORY GUARANTEE 


© SELF-ADJUSTING 
BALL BEARINGS 


© 6 DIAMETER REEL.6 
CRUCIBLE STEEL BLADES 


© 10° WHEELS WITH SEM. 
PNEUMATIC TIRES 


* ADJUSTABLE CUTTING HEIGHT 
70 1% 


* POWER DRIVEN SAFETY AND 
SIMPLE CLUTCH (¥ BELT AND 
CHAIN DRIVEN 
® POWERED SY Al HF 

CLINTON MOTOR 
oe yan en 

FULL-PAGE ADS in a Sunday 

pictorial section gave the es- 

sential information about the 

power mowers. Customers 

could order by phone or mail 

and choose a convenient pay 

ment plan 


FACTORY PRICE 96.50 


AT NO 
EXTRA CHARGE 


FULLY 
GUARANTEED 


Hot Promotion 


Sells Power Mowers in Cold Weather 


This Detroit dealer moved 2,000 mowers in less than a 
week by using aggressive merchandising techniques, demon- 
strations, plenty of newspaper advertising ard offering budget 
terms. 





GARDEN SHOPS adjacent to Mohawk’'s stores have ample parking facilities which 
make them popular with cash-and-carry garden supply customers 
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“No more power mowers” 
scrawled on a sign propped up on 
the billing counter of one of Mo- 
hawk Lumber Company’s five De- 
troit stores last month aptly dem- 
onstrated the effectiveness of a 
merchandising program which 
moved 2,017 power mowers in four 
days. 

But, phenomenal sales figures 
are not unusual at Mohawk which 
celebrated its llth anniversary 
last month. Harry Smith, presi- 
dent of the firm, believes in large- 
quantity buying, effective displays, 
budget terms or charge accounts 
and aggressive newspaper adver- 
tising. This concept is rapidly 
placing Mohawk among the na- 
tion’s top volume building mate- 
rial retailers. 

Harry Smtih first began hitting 
power mowers last year when he 
took 2,000 machines off a manufac- 
turer’s hands after a chain store 
had cancelled its order in mid- 
summer. Faced with the expense 
of storing the machines during the 

1954, 
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MASS TOP DISPLAY replaces building materials counter displays near the main en- 
trance and show windows of Mohawk’'s Lincoln Park store during the Christmas holidays 


fall and winter, the manufacturer 
gave Mohawk an attractive price 
after other dealers scoffed at the 
idea of selling power mowers dur- 
ing the latter part of the year. 

Using full-page newspaper ads, 
Mohawk moved 1,000 mowers at 
$74.95 each. In October, the price 
was dropped to $64.95 and 500 
more were sold. Later, advertised 
as Christmas gifts, Mohawk sold 
the balance at $74.95 each. Budget 
terms and a layaway plan made 
them attractive gift buys for shop- 
pers. For those who couldn’t visit 
a Mohawk store, mail or phone 
orders were arranged. 


Builds Garden Spots 


Harry Smith believes in making 
it easy for customers to buy and 
pounces upon every opportunity to 
strongly merchandise lumber, 
building materials, remodeling 
jobs, home building, precut ga- 
rages and cottages, millwork, toys 
and lawn and garden supplies. 

Two years ago, feeling the lawn 
and garden supply market was 
ripe for clever merchandising in 
Detroit, the Mohawk sales staff 
planned their promotion campaign 
for this line of products. 

A garden shop, consisting of a 
20x60-foot open shed was built on 
each of Mohawk’s parking lots. 
Each individual shop carries a 
complete line of fertilizers, seeds, 
garden furniture, tools, hand and 
power mowers, hose and other gar- 
dening supplies. These sheds, open 
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from March to October, feature 
convenient parking, a cash or 
charge service and ample displays 
which make it easy for the cus- 
tomer to pick up his supplies on a 
self-service basis. 


Million in Plastic Hose 

This year, Mohawk estimates 
that the five garden spots sold 
more than a million feet of plastic 
hose, thousands of hand and power 
mowers, carloads of fertilizers, 
40,000 pounds of grass seed, be- 
tween 30,000 and 40,000 picnic 
benches and countless garden tools 
and lawn furniture. 


$185,000 for Ads 


Lively promotion and newspaper 
advertising are the keys to Mo- 
hawk’s phenomenal success. In 
1947, Mohawk spent $50,000 for 
advertising. As the firm grew, so 
did the advertising budget. For 
1954, the firm allotted $185,000 for 
advertising; the 1955 figure will 
pass the $200,000 mark. 

“We believe newspapers are the 
most effective advertising media 
for us,” says Irv Goudsmit, adver- 
tising manager of the firm. “‘Read- 
ers can always check back on an 
ad, either re-reading it or tearing 
it out and keeping it for future 
reference. So far, though we’ve 
tried other methods, the news- 
papers have proved more effective 
than we had hoped.” 

To keep employes aware of Mo- 
hawk’s planned advertising, two 


days before an ad is scheduled to 
run a large blow-up is sent to each 
store manager and posted near the 
cash register. This gives the sales- 
people an idea of what Mohawk is 
advertising and allows the store 
manager sufficient time to replen- 
ish his stocks from Mohawk’s main 
warehouse. 

Mohawk makes it easy for 
women shoppers by hiring women 
sales clerks and training all sales 
personnel to be courteous at all 
times. Periodical sales meetings 
are held to keep all personnel 
aware of either new products or 
planned promotional campaigns. 


Puts Zing in Selling 


“The modern building material 
dealer should think of himself as a 
merchandiser rather than a lum- 
berman,” says Harry Smith. “At 
Mohawk we're merchandisers. We 
sell lumber and building materials 
so the buyer always knows what 
he’s getting and at what price. 
We'll sell anything for the home 
as long as we’re giving the cus- 
tomer a square deal and we’re 
making an honest dollar. A happy 
customer is our best advertising. 

“I first got the idea for a build- 
ing material supermart from Hech- 
inger’s in Washington, D. C., about 
1932,” Smith adds. “It struck me 
that this was the only way to sell 
to the consumer market.” 

Harry Smith could be called one 
of the early experimenters in 

(continued on page 55) 
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The fin ishing touch for Your 
DO-IT-YOURSELF Pract 


PAINT BOOTH was a popular spot 


ACHORN PAINTS — sm 
Te ; ; ia | e)?a. 


a3 ae 


at Queensborough’'s Do-It-Yourself Show. 


Upon presentation of a coupon from a newspaper ad, the manufacturer gave away 


a Sample can of paint 


Good Demonstrations... . 


Stir Up Off-Season Remodeling with 
Handyman Show 


Two-day rain doesn’t dampen home handymen’s 
enthusiasm as they visit a recently rebuilt Long Island yard 
which was totally destroyed by fire 10 months ago. 


To bring new faces into the yard 
and stir up extra off-season home 
remodeling business, the Queens- 
borough Lumber Co., Inc., Bayside, 
N. Y., sponsored the largest com- 
bination Do-It-Yourself and Home 
Modernization Show ever held on 
Long Island. 

Despite a continuous rain, more 
than 10,000 enthusiastic people 
visited the two-day show which 
was held in Queensborough’s new- 
est building, a section of which 
will become a display room. Show 
hours were from noon to 10 p.m. 
on November 19-20. 

Two banks were among the 33 
exhibitors in the show and fur- 
nished visitors with informetion 
about how to obtain FHA Title I 
and home remodeling loans. The 
show gave prospective customers 
an opportunity to discuss power 
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tools, wood products, kitchens and 
various building materials with 
manufacturers’ representatives. 

Pleased with the results of the 
show, Harold Ash, Jr., vice-presi- 
dent and general manager of the 
firm, has scheduled another show 
for next fall. Though the long 
range objective of the show was 
to bring in new, steady customers, 
the show has led to several room 
and basement remodeling jobs and 
four leads on new homes to be 
constructed in the spring. Ash will 
recommend two contractors to 
each of the four prospects and let 
them choose their builders. 


Teaser Ads Create Interest 

To promote the show, Ash used 
small one-column teaser ads in 
newspapers three weeks before the 
show, and a full-page ad the day 
before the show. Local stores dis- 


UP IN THE AIR? 


Come down to the FREE 
"Do - it - Yourself" and 
Home Modernization 
Show at the Queens- 
borough Lumber Co, 
215-01 42nd Ave., Bay- 
side —Friday & Saturday 
Nov. 19th and 20th. 





TEASER ADS were published in 
the local paper for three weeks 
before the show to stir up in- 
terest. 


Teaser Ads.. 


played placards in their windows 
to promote the show. Queensbor- 
ough Lumber Co. sent out 10,000 
direct mail pieces, and the two 
banks participating in the show 
sent bulletins to their mailing 
lists. 
Parking Snace Shortage 

Parking was a problem at the 
show. Queensborough has parking 
facilities for 25 cars and visitors 
had to park on side streets in the 
residential area. Before the show, 
Ash’s request for police to handle 
the traffic was refused. When traf- 
fic became snarled, the police sent 
an emergency squad to get traffic 
moving and promise to cooperate 
in the next show. 

Progressive Management 


The successful do-it-yourself 
show is just one of the major 
achievements of the 27-year-old 
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| Harold Ash, Jr. 


“HASSALL 
annular 
threads have 


Proven in in- 
dustries like 
shoe making, as- 
er ¥ 
"* bestos siding, 
+ . 
: underlay flooring for 
ee linoleum, pallet manu- 
oe ef facturing, boat building, 
ESTABLISHED 1850 ct. The stronger grip of 
we gi annular threads should solve 
many a wood fastening 
problem, maybe yours! 
Write for samples. 


A )OHN HASSALL INC. 


P. O. Box 2157 
Westbury, Long Island, N.Y. 


hoarseness 


...is one of the seven common- 
est danger signals that may 
mean cancer... but should al- 


ways mean avisit to your doctor. 


The other six danger signals are 
—Any sore that does not heal 
...A lump or thickening in the 
breast or elsewhere. ..Unusual 
bleeding or discharge ...Any 
change in a wart or mole... 
Persistent indigestion or diffi- 
culty in swallowing... Any 
change in normal bowel habits. 


For other facts about cancer 
that may some day save your 
life, phone the American Cancer 
Society office nearest you, or 
write to “Cancer” —in care of 
your local Post Office. 


American Cancer Society "¥ 
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RCHA 


When Harold Ash retired three 
| years ago at 59, his son, Harold, 


Jr., took charge of the 47-year-old | 


| firm. By using modern business 
practices and hard work, Ash 
ernment contracts for wooden 
panies all across the country were 
hitting a new business low. 

Just when the box-making end 
of the firm was well established, 
Queensborough Lumber Co. was 
struck by a five-alarm fire last 
February, which destroyed the 
main warehouse containing 





box factory at an estimated loss 
of $250,000. The firm lost only 
$50,000, the rest being covered by 
| insurance, but the loss checked the 
firm’s expansion plans for a while. 

“We didn’t really go out of busi- 
ness,” Ash says. “We have yards 
in Little Neck and Whitestone and 
we were doing business here two 
days after the fire, but it was al- 
most as if we did go out of busi- 
ness. 

“The box-making machinery was 
destroyed and we lost our con- 
tracts. Most of our stock was de- 
stroyed and customers were forced 
to go elsewhere. Even today, 
people come around and ask in 
astonishment: ‘You’re’ back in 
business again!’ Things like that 
spoil my whole day.” 


Promotes Handyman Classes 


Ash had been interested in the 
possibilities of the do-it-yourself 
market shortly before the fire and 
the firm held a free, 10-week base- 
ment-and-attic finishing course. 

The terrific response led to the 
scheduling of another series of 
courses ,but the fire changed these 
plans. At present Ash has a 10- 
week course planned for the im- 
mediate future. 

Queensborough 
sponsors several do - it - yourself 
courses in conjunction with 
schools, churches and _ various 
clubs. Recently, the local PTA re- 
quested that the firm set up a se- 
ries of classes for school children 
and Ash is working out plans now. 

By leaning heavily on consumer 
promotion, Ash has the home 
handymen coming into the newly- 
rebuilt yard and more anu more 
new faces are joining the ranks 


Lumber Co. 








of steady customers. 
“Every day since the show has 


| been like Saturday morning,” Ash 


commented on 
show. 


the of the 


results 


IT’S NO 
SECRET 


that American Lumberman dealer cir- | 


culation has reached an all-time high 
of 23,078.* This is 2,627 copies more 
than its nearest competitor. 

*Source A.B.C 


statement, June 30, 1954 


picked up $150,000 worth of gov- | 


boxes at a time when lumber com- | 


fin- | 
ished millwork and the adjacent | 


Guaranteed ! 





PULLMAN. cette 
DO-IT-YOURSELF 


REPLACEMENT 


SASH BALANCES 


// Foolproof ! 


Easy to } Install! 


MARKET-TESTED! 


Do-it-yourself kit makes it easy for 
anyone to replace worn or broken 
sash cords in minutes. You don’t 
have to remove the window. Noth- 
ing to do but take out the old 
pulley and replace it with Lifetime 
Balance. Householders, landlords, 
handyman-earpenters buying by 
hundreds in test stores. Display 
unit sells for you. Your jobber has 
it. or for full details, write: 


LILLY 


MANUFACTURING CORPORATION 
325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 


(To obtain more data on advertised products see page 56) 








AMERICAN 


; A / 
MANAGEMENT CLINICS ... each year, hundreds of dealers 
pay to attend these state and regional seminars on better 
business methods, conducted by Art Hood, Editor of American 
Lumbermon. Which is surely a practical fleld application of 
a trade magatine’s editor and editorial material 


iiding 
Again Vote 


heir 
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AMERICAN LUMBERMAN’S FINANCIAL ADVISORY SERV- 
ICE FOR LUMBER AND BUILDING PRODUCTS DEALER ... a 
free, confidential service for analyzing dealers’ profit and 
loss statements against favorable industry averages. 


AD SERVICE . . . mats for dealers’ local newspaper ads. 
DO-IT-YOURSELF SALES KITS display materials to 
promote consumer troffic in dealers’ stores. “HOME” 
MAGALINE a consumer magazine devoted to building, 
maintenance and improvement, for dealers’ mail distribu- 
tion to home owners 


CAN 
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Editorial and Executive Offices: Twentieth Floor, 139 North Clark Street, Chicago 2, Hlinois 





Products Dealers 


AMERICAN LUMBERMAN 


Top Trade Magazine! 


Here is proof—verified by an outside, impartial ac- 


cepted authority—that AMERICAN LUMBERMAN is the top 


lumber and building products dealer trade magazine... 


most circulation: 27,067 copies per issue (ABC*) 


most retail dealer circulation: 23,078 (ABC*) 


e 
& 
@ most wholesaler circulation: 2,366 (ABC* ) 
oe 


most owner, executive and company subscribers: 
20,067 


most general manager and manager subscribers: 


2.394 
most sales staff subscribers: 1,657 
most individual subscriptions: 21,004 (ABC*) 


most subscriptions sold without premium: 


100% (ABC*) 
highest subscription renewal rate: 77.98% (ABC*) 


biggest 6 months gain in dealer subscribers: 


1.134 (ABC*) 


(*) SOURCE: See Audit Bureau of Circulations 
Publisher's Statements for the periods ending 
June 30, 1953, December 31, 1953 and June 30, 
1954. 


The Jast 18 months’ rapid increase in AMERICAN } UMBER- 
MAN’S circulation leadership reflects dealers’ interest 
in being the menehandisers of the building industry, 
because it follows and parallels an acceleration of our 


editorial program which began two years ago. 


Financial 6-538 Other Offices: ATLANTA, CLEVELAND, NEW YORK and the WEST COAST 


During these last two years, an increased amount of 
AMERICAN LUMBERMAN’S editorial space has been de- 
voted to case history examples of how dealers have 
become the first point of contact for local residential 
shelter construction. Such articles cover consumer 
advertising, store and yard layout, product display, 
selling techniques and sales personnel training and 
product merchandising in the form of end-use pack- 


ages the consumer is interested in buying. 


Merchandising, dealer service and the fact that 
important industry news and ideas appear first in 
AMERICAN LUMBERMAN—due to its greater frequency of 
issue and editorial alertness—make it the leader. 

As a result, AMERICAN LUMBERMAN offers advertisers 
interested in better retail merchandising of their 
products the optimum dealer coverage at the minimum 
advertising cost, and the best opportunity for niaximum 
sales results, 


Important: dealers will 
have your complete 
product story handy all 
year—if you put it in our 
1955 DEALER 
PRODUCTS FILE issue. 
Get full details today! 














Published every other Monday 





YOUR AD OF THE WEEK 


No. 25 of a Series 








Ad-of-the-Week shows how 


you can use ADservice mats : | Gmpront Yor ome: - 


During the past year, every issue of American 
Lumberman oe shown a suggested AD-OF-THE- Syed LET YOUR HOME 
WEEK—an original, timely ad layout using ADserv- . EXPAND WITH YOUR 
ice mats. These, plus the 60 suggested ads reproduced “ee ‘ FAMILY'S bey 
in the book offered below, provide a valuable file of w x RS 
practical, helpful ideas. They also demonstrate how en? vou Cae 
an unlimited number of ads can be prepared by 
various combinations and arrangements of the mats 

with no two alike. 





ADservice will continue to bring you suggested 
layouts, and in addition frequently will reproduce 
selected lumber dealer ads from over the country. 

The Lieber ad shown at right, from the Appleton 
(Wisconsin) Post-Crescent, is an excellent example 
of “project” advertising. Ten of the eleven pictures 
are ADservice mats. Note especially the following: 


Layout: Effective arrangement of mats and liberal 
use of white space give each picture importance, 
make ad attractive ana easy to read. 


Time payment copy: Each project is priced on the 


time payment basis. A central box features Lieber’s = . wee se 
Budget Plan sf USE LiEBER'S CONVENIENT 
BUDGET PLAN 





Project ads like this stimulate interest in remod- 
eling, help sell the complete package. The ideal pro- 
gram includes some ads of this style, as well as ads 
featuring specific merchandise at per ft. and per 
piece prices; also popular projects such as attic in- 
sulation priced per complete typical job—informa- 
tion the cash buyer wants. 


SEND NOW FOR 
HELPFUL AD BOOK 


Shows the complete series of 254 
ADservice mat illustrations, plus 
layouts, copy, ideas. All mats 
shown in the book available im- 
mediately. Offered to lumber 
dealers only. 














please print or type) The ad reproduced above measures 5 columns 
AMERICAN LUMBERMAN x 18 in. Most ADservice mats are available in 
139 No. Clark St., two sizes and are equally adaptable to small or 
Chicago 2, Illinois large ads. You have a wide choice of product 
and project mats for every season—more than 
enough for a year ’round campaign. The mats 
can be used over and over again. Send the cou- 
pon today and get full details of American 
Lumberman’s ADservice plan. 


Rush my free copy of the 48-page ADservice book. 


COMPANY 
ADDRESS 


ciTY.. aes ZONE.... 
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“We are satisfied with 
ADservice and highly 
recommend it” 


Mr. William Lieber, Lieber Lumber & Millwork Co. 
Yards at Appleton, Neenah, New London, Kaukauna 
and Sherwood, Wisconsin 


Here’s the letter: 


“We have used ADservice frum the beginning 
and have found it very valuable in making up our 
ads, The newspaper mats reproduce sharp and 
clear on newspaper stock, But even more impor- 
tant, the mats are cuts of completed jobs or prod- 
ucts that are hard to obtain. 





We are well satisfied with ADservice and highly 
recommend it to other dealers.” 


All the ADservice mats are shown in a big, new 
48-page book that’s yours for the asking. Here’s 
down-to-earth advertising help for the busy dealer 
—new ideas, layouts, copy suggestions, and repro- 
ductions of all the 254 mats prepared exclusively 
for ADservice. The mats are available only to lum- 
ber dealers and the price is very low. 














L se | seosoe— | ji You’ve been reading about the National Retail 
HOME MODERNIZING. INSIDE and OUTSIDE — Lumber Dealers Association’s Merchandising Cal- 

. endar. Here’s one of the few ad services that 
squares exactly with NRLDA thinking on adver- 
tising. It provides just the material you need to 


carry out Calendar planning in your community. 





F YOUR HOmE 
‘TKOTE ROOF 














AMERICAN LUMBERMAN, 
139 N. Clark Street, 
Chicago 2, Ill. 


Please send me my free copy of the 48-page ADservice 


book. 
Lieber’s ad illustrates the professional ap- 


pearance of a newspaper ad prepared with 
ADservice mats. The mats are practical and 
economical for both large and small dealers 
—for ad budgets of any size. 











BUILDING PropucTs MERCHANDISER (To obtain more data on advertised products see page 56) 





EDITORIAL INDEX FOR 1954 


Advertising & Promotion 


NRLDA Expands Merchandising Calendar 
Jan. II, p. 10 
TV reves Popular Sales Aid to I! Yards 
(Diamond Match Co.) Maine & N. H. 
Yards Feb. 22, p. 28 
Home Workshop Classes Popular (Char- 
lottesville Lbr. Co.) Charlottesville, Va. 
Feb. 22, p. 47 
Advertising Campaign by Milot Bros. Co. 
Twelve Weeks Testimonial Advertising 
Campaign-—Customers indorse products, 
Woodsocket, R, | Mar. 8, p. 104 
Home Idea Contest Draws 486 Entries 
(Ebenreiter Lbr. Co.)Sheboygan, Wis.. 
Mar. 22, p. 52 
Direct Mail Letter Brings Results (Lee R. 
Slaughter Lbr. Co.) Dallas, Tex... . 
Mar. 22, p. 64 
Women Throne Virginia Dealer's Do-it-Your- 
self Classes (Charlottesville Lbr. Co.) 
Charlottesville, Va. May 3, p. 40 
Advertises Green Lumber (Jack Kapp) Dela- 
wanna, N. J May !7, p. 106 
Bargain Barn Attracts Price-Minded Custom- 
ers (Nuttle Lbr. & Coal Co.) Denton, Md. 
..May 31, p. 24 
Non-Competing Dealers Sponsor TV Show 
(Capital City Lbr, Co., Drazen Lbr. Co., 
J. E. Smith & Co. Inc.) Hartford, Conn., 
New Haven, Conn., Waterbury, Conn. 
June 14, p, 66 
Merrick ts on the Move Agsin~Order of 
Bandaged Thumb (Merrick Lbr. Co.) Hol- 
yoke, Mass. June 14, p. 76 
Giving Buyers Premium Stamps Boosts Sales 
(Barker-Lubin Lbr. Co.) Springfield, Ill. 
June 14, p, 86 
Bundled Plywood Serene Boom Sales (Whelan 
Lbr. Co.) Topeka, Kans... June 28, p. 30 
Cartoons Spark Advertising Campaign (Entz- 
White Lbr. Co.) Phoenix, Ariz...... 
July 12, a 
One Dealer's “Results with TV (Findorft Ube. & 
Supply Co.) Madison, Wis... July 26, p. 40 
Out-of-Tewn Yard Speeds Sales (Rosenberg 
& Co. Inc.) Winchester, Va.. July 26, p. 70 
Splits Advertising Budget Three Ways fini. 
versal Supply Co.) Santa ae yg 
, .o & 48 
How | Plan to Go After Fall . Winter Busi- 
ness (Coast to Coast dealers) ; 
Sept. 6, p. ‘14 
Budget '% of Seles for Your Advertising 
Program ... Sept. 6, p. 226 
How to Advertise for More Package Sales. . 
Sept. 6, p. 230 
Cowboy Disk Jockey Helps Sell Over 30 
Home Improvement Jobs Each Month 
(North Park Lbr. Co.) Abilene, Texas. . 
Sept. 20, p. 40 
Bargain Barn Converts Odds ‘N Ends to 
Profits (Villaume Box & Lbr. Co.) St. Paul, 
Minn. Sept. 20, p. 46 
Siqns That Sell in North Dakota, Michigzn, 
Kansas (Robertson Lbr. Co., Mohawk Lbr. 
Co., Deal Lbr. Co.) Forks, N. D., Detroit, 
Mich., Wichita, Kans, Sept. 20, p. 55 
TV Show Aids Do-It-Yourself People (Badger 
Lbr, Co.) Kansas City, Mo.. Oct. 4, p, 56 
How | Plan to Go After Fall & Winter Busi- 
ness (Cayuga Lbr, Co., Elder Jones Lbr. 
Corp.) itheee, N. Y., Amherst, Mass... 
.. Oct, 18, p. 67 
Trademark Slogan Is Sales Builder (Batt | Lbr. 
& Hdw. Co.) Bremerton, Wash... ... 
Nov. |, p 68 
Playhouse Promotion Pays Off All Year (Hull 
Bros. Lbr, Co.) Los Angeles, Calif. ; 
1, p. 70 


Records Radio "Spots" in His Office (Dane 
Lbr. Co.) Beloit, Wis. Nov. 29, p. 24 
Lending Library Brings in Customers (Broad- 
way Lbr. Co.) Albuquerque, N. M..... 
.. Nov. 29, p. 29 
Detroit Hoo-Hoo Puninn at Show Results 
(Do-It-Yourself Show sponsored by 18 De- 
troit dealers) Detroit, Mich. Nov. 29, p. 32 
Earns $300 Per Month from Tool Rentals 
(Johnson-Campbell Lbr. Co.) Ft. Worth, 
Texas Dec. 27, p. 20 
Three Lines that Sell with Self-Service 
Badger Lbr. Co.) Overland Park, Kans.. 
..Dec. 27, p. 21 
Hot Promotion Sells Power Mowers in Cold 
Weather (Mohawk Lbr. Co.) Detroit, Mich. 
Dec. 27, p. 26 


Air Conditioning 


Hot Profits from Air-Conditioning Trend 
, May !7, p. 36 


Bookkeeping, Office Procedure & 
Equipment 


Your Perpetual Inventory Can Be as Easy as 
ABC (Frey Bros. Libr. Co.) Michigan City, 
Ind.. .. Feb, 8, p. 92 

Easy Way to Take Lumber Inventory (Frey 
Bros. Lbr, Co. ) Michigan City, Ind...... 

; Feb. 8, p. 94 

Fast Way to Handle Past Due Accounts 

(Scott Lbr. Co.j Bridgeport, Ohio 
June 14, p. 58 

Personal interview Helps Collect Past Due 
Bills (Fielder-Dillingham Lbr, Co.) Abi- 
lene, Texas June 28, p. 26 

Cash Register Simplifies Record Keeping 
Best Lbr. & Hdw. bene Memphis, Tenn... 

. July 26, p. 34 


Christmas Selling 


Three-Part Program Snowballs 
Sales (Bader Corp.) Gary, Ind. 
Oct. 4, p. ‘14 
Sells 25% More Plywood with Christmas Plan 
(Bell Lbr. Co.) Yura, Ariz.. Oct. 4, p. 76 
Dealer Wraps Up Garage Packages for 
yimy (Levoy & Leo Hart Construction 
& Lbr. Co.) Dallas, Texas. . Oct, r 7 
Christmas Dealer Tips.... Oct 
How to Make Toyland Profitable ic. % cel 
lins Lbr. Co.) Madison, Wis.. Oct, 4, p. 82 
Key to Your Holiday Plywood Promotion to 
the Home ensiean Fir ae Assn.) . 
. Oct. 4, p. % 


Christmas 


Consumer Selling 


Fishing Pox Catches Spring Sales (Westville 
Lbr. Co., Brookhaven Supply Co.) West- 
ville, Ind., No. Atlanta, Ga..May 3, p. 44 

About the Same Problems Only More So 
(Maura Lbr. Co. Ltd.) Nassau, British 
West Indies .. June 14, p. 90 

Do You Kill Customers by Ignoring Them? 
(Methods for turning lost customers into 
sales) .....Jdune 28, p. 42 

How One Dealer Boosted Sales 300 % (De- 
Jarnette Supply Co.) — Me 

. 23, p. 66 

Packages Promote Plastic Mee Sales 

Oct. 4, p. 58 

You Can Sell ‘More Add-A-Room Business 

(Continental Lbr, Co.) Des Plaines, Iil.. 


Oct. 18, p. 40 


Higher Quality Homes to Get More of Con- 
sumer's Dollar in 1955....Dec. 13, p. 56 
Home Improvement Market Faces a Bright 
Future (Restrick Lbr. Co., Ed Williams 
Lbr. Co., Wallich Lbr. Co.) Detroit, Mich. 
Canton, Ohio, Detroit, Mich. 
, - Dec. 13, p. 60 


Construction & Application 
Methods 


Powder-Activated Tool Proves Profitable (In- 
dependent Builders Supply, Carter-Jones 
Lbr. Co.) Chicago, Ill., 


Akron, Ohio 
Jan. 11, p. 65 
Good Pointers on Basement Construction 
(Small Homes Council) Urbana, Ill. 
Feb. 8, p. 69 
What Dealers Sen About the New Panel 
Construction, Lu-Re-Co System (Lumber 
Dealers Research Council) Feb. 22, p. 42 
Over 100 Dealers Using Lu-Re-Co Sales 
Packages (Small Homes Council) Urbana, 
il.. May 17, p. 64 
New Jig will Penelize Entire Wall Section 
sess Lbr. -_ Dayton, Ohio... 
. July 12, p. 82 
Unveil Arch- Panel Building at Wisconsin 
State Fair, Madison, Wis.. Sept. 20, p. 59 
Rural Home Improvement Contest Helps 
Dealers (Sponsored by Country Gentle- 
man)... Dec. 13, p. 76 
New Agitedturel Changing Farm 
Building Dec. 27, p. 18 
Window Selection and Placement (U. of Ili. 
Small Homes lotr Champaign, Ill. 
Dec. 27, p. 24 


Ideas 


Contractor Selling 


Your Contractor and Your Do-It-Yourself 
Customer (Findorff's, Sawyer's) Madison, 
Wis., Worcester, Mass.....Mar. 22, p. 42 

Home Planning Rooms Have Contractor Ap- 
peal (Kelsey & Freeman) Toledo, Ohio. . 

soeceus fe om & 

Three Contractor Serviews Pay Dividends 
(Richland Lbr. Co.) Richland Hills, Texas 

July 12, p. 79 

How to Make the Contractor a Steady Cus- 

Sept. 6, p. 128 

House Doctor Plan Promotes Contractor 
Business isin Carr Lumber Co.) Ponca City, 
| See .. Sept. 6, p. 140 


Convention & Association News 


How-to-do-it Sessions Highlight Jam-packed 
NAHB Convention Program, Chicago, Ill. 
Jan. II, 
Southern Sash & Door Jobbers Assn. 
Annual Meeting, Hollywood, Fle 
Jan. II, 
Southern Woodwork Assn. Elects 
Ebert, Atlanta, Ga... . Jan. 25, p. 44 
NOFMA,. to Continue Oak Flooring Sales 
Clinics, Memphis, Tenn.....Jan. 25, p. 46 
20,000 Attend Action-packed NAHB Con- 
vention, Chicago, Iil....... Feb. 8, p. 83 
NRLDA Plans Show for Homeowners, 4 
Wee i cicesshievesat April 19, p. 
Plywood Dealers Discuss Building "dt shed 
Natl. Plywood Distributors Assn., Lake 
Placid Club, N. Y.. July 26, p. 54 
Watson Malone III Elected New NRLDA 
President Nov. |, p. 12 
First National Show Draws Favorable Com- 
ment, NRLDA Conv., New York or 
....Nov, |, “32 
Step Up Merchandising Program at NLMA, 
Washington, D. C. .Nov. 29, p. 34 
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Display Ideas 


High Display Shelf Catches the Eye (L. A. 
Tnise Lbr. & Hdw.) Lafayette, Ind. 
Jan. 25, p. 38 
New Displays Step Up Sales (Schrader Lbr. 
& Coal Co.) New Buffalo, Mich. 
‘ Feb. 8, p. 78 
Tools Displayed Above Service 
(Bailey's Lbr. Yard) Miami, Fla. 
May 17, p. 32 
Attractive Paintings Hide Storage Shelves 
(Edwards Sash, Door & Lbr. Co.) Tampa, 
Fla. : May 17, p. 32 
Talking Display Sells eens Room Packages 
— Lbr. & MW Co., Ltd.) Vancouver, 
., June 28, p. 29 
Customers Find Soft Waiting in This Cali- 
fornia Yard (Tarzana Lbr. Co.), Tarzana, 
Calif. Dec. 27, p. 53 
Vertical Storage Racks Protect Hardwood 
Molding (Tarzana Lbr. Co.) Tarzana, Calif. 
Dec. 27, p. 53 


Counter 


Do-it-Yourself Articles 


Four-Point Program for Handyman Sales 
(Neiman-Reed Lbr. Co.) Van Nuys, Calif. 
Jan. Il, p. 82 
How a Do-It-Yourself Chain Operates (Mun- 
ford Co.) Atlanta, Ga. Feb. 8, p. 56 
U. S. Plywood Do-It-Yourself Program... 
Feb. 22, p. 16 
Do-It-Yourself Garages Bring 30% Profit 
(Foley Lbr. Co.) Jacksonville, Fla...... 
Feb. 22, p. 36 
Special Sentai Spark Do-It-Yourself Sales 
(Hanna Lbr. Co.) Tulsa, Okla. 
Mar. 8, p. 60 
Your Contractor and Your Do-it-Yourself 
Customer (Findorff's, Sawyer's) Madison, 
Wis., Worcester, Mass. Mar. 22, p. 42 
9,000 Jam Belleville's Do-It-Yourself Show 
(Belleville Lbr. & Supply Co.) South Bend, 
Ind. April 19, p. 18 
Why Stage a Do-It-Yourself Show (Oakridge 
Bldrs. Supply Co.) Oakridge Ore. 
May 3, p. 32 
Dealers Help Schools Sponsor Successful Do- 
It-Yourself Program (Indiana Lbr. & Bldrs. 
Supply Assn.) Indianapolis, Ind. 
May 3, p. 34 
Stages Do-It-Yourself Show for $120 (Ham- 
mond Lbr. Co.) San Fernando, Calif. 
May 3, p. 37 
Do-It-Yourself Show Brings Biggest Sales Day 
(Barker-Lubin Lbr. Co.) Springfield, Ill. 
May 3, p. 38 
Here's a Do-It-Yourself Setup that's Differ- 
ent (E. A. Milligan & Son Lbr, Co.) Des 
Moines, lowa May 1!7, p. 34 
The O'Brien Family Visits Rosenthals 3-day 
Show (Rosenthal Lbr. & Fuel Co.) Crystal 
Lake, Ill. June 14, p. 80 
How to Service the Do-It-Yourself Customer 
(Redwood Empire Lbr. & Supply Co.) 
Greenbrae, Calif. June 14, p. 100 
Attic Finishing School Builds Future Sales 
(J. S. Caldwell Lbr. Co.) Syracuse, N. Y. 
; June 14, p. 102 
Builds Home with Do- It-Yourself Instructions 
(Sun Lbr. Co.) Paramus, N. J. 
June 14, p. 104 
How a Do-It-Yourself Sales Program Works 
(Golden State Lbr. Co.) Santa Monica, 
Calif. June 28, p. 46 
Tool Up for the Home Handyman (W. R. 
Shaw Lbr. Co.) St. Paul, Minn. 
July 12, p. 58 
Repeats Successful Do-It-Yourself Show 
{Mineola Lbr. Corp.) Mineola, N. Y. 
Aug. 23, p. 34 


BUILDING 


Propucts MERCHANDISER 


How to Stage Successful Do-it-Yourself 
Classes (Burroughs Bldg. Center) Flint, 
Mich. of ..... Sept. 6, p. 102 

Pattern Promotion Pays Off—Gives Added 
Punch to Do-It-Yourself Business (Green 
Bay Lbr, ony Clarinda, lowa 

Sept. 6, p. 112 

Do-It- Yourself tan Spurs Store Traffic 

(Fisher Lbr. oa Santa Monica, Calif. 
Nov. 15, p. 44 


Editorials 


How to Avoid a Recession in me Business 
Jan. p. 54-55 
Twenty ‘Things to Do Before eee a Price 
Does Competition Perform These Services? 
Does Competition Chisel by Skimping? 
Jan. 25, p. 20 
Toouty Ways to Go Broke and Fast! 
Feb. 8, p. 27 
A Creative Salesman's Pledge for 1954 
Feb. 22, p. 21 
Let's Put a Stop-Loss on Selling Failures 
Mar. 8, p. 5! 
Too Many Retailers—Not Enough Consumer 
Salesmen! ; Mar, 22, p. 29 
Biq Show Is a Big Challenge. Apr. 19, p. 17 
FHA Scandals Present Dealer Opportunity 
. May 3, p. 3! 
This Is One Revolution We Endorse 
May 17, p. 2! 
Here's ews We Can Help Save FHA 
May 31, p. 17 
The Merchandising H-Bomb in Your Back- 
yard.. June 14, p. 51 
On to Riverdale June 28, p. 21 
Make the Contractor Your Working Partner 
July 12, p. 47 
| Can Get It Wholesale” 
July 26, p. 19 
Competition Is More Than Skin Deep 
. Aug. 9, p. 39 
How and Where to Find Good Employes 
Aug. 23, p. 31 
Banish Red ink “This Winter Sept. 6, p. 68 
A Study in Contrast and a Key Point in 
Policy Sept. 20, p. 18 
What Will the Lumber Industry Look Like 
in 19757 Oct, 4, p. 49 
Never Underestimate the Power of the 
Women Oct. 18, p. 35 
The Show Must Go On (Ist editorial of 
two) Nov. |, p. 31 
The Show Must Go On (2nd editorial of 
two) Nov, 15, p. 32 
Consumer Financing Will Increase Your 
Sales . .Nov. 29, p. 19 
Christmas—1954, Dec. 13, p. 5! 
Editorial — Christmas 1954. Dec. 13, p. 5! 
Are These the Goals We Seek? 
Dec. 27, p. 16 


A Sad Refrain, 


Education 


Oklahoma Pioneers with Women's Training 
Course (Oklahoma Lumbermen's Assn.) 
Norman, Okla. Mar. 8, p. 68 

How to Bring Women into Your Store (By 
Marge eita Norman, Okla. 

Mar. 8, p. 68 


Farm Articles 


Tips on Developing More Farm Business 
(Central Lbr. Co.) Grand Forks, N. D. 

Jan. 25, p. 22 

Dealers Must Know Farmers Changing Needs 

(University of Ill. Ist in series of four) 

Urbana, Ill. Feb. 8, p. 98 


Farm Building Improvement Dealers Can Sell 
(Univ. of Ill, 2nd in Series) Urbana, Hl. 
Feb. 22, p. 46 
Know pained PecblenenThds First Step in 
Selling Him (Univ. of Ill, 3rd in Series) 
Urbana, Il .....Mar. 8, p. 86 
Farm Remodeling Offers Big Materials Mar- 
ket (Univ. of Ill, fourth in series of four) 
Urbana, Ill. Mar. 22, p. 60 
Farmers Buy Dealer Package Building Service 
(Farmer's Lbr. & Supply Co.) Polo, tl. 
...... May 3, p. 59 
Nets 20% Sats the Rich Farm Market (Geo. 
Potgeter Co.) Steamboat Rock & Wells- 
burg, lowa Sept. 6, p. 116 
Stockpile Profitable Building Packages (Fall 
& Winter Yard Fabrication) 
Sept. 6, p. 208 
Wallpaper Display Boosts Farm Trade (Mead 
Lumber Co.) Ashland, Nebr..... 
Sept. 20, p. ™ 
Sells Cafeterias for Hungry Hogs (Fulda Lbr. 
Co.) Fulda, Minn. Oct. 4, p. 88 
Sells Better Materials by Promoting Better 
Hen Housing (Osage Lbr. son Osage, 
1, p. 64 
Silver ine Predicted for Clouded Farm 
Market... .. . Dec. 13, p. 70 


Financing & Taxes 


Your Financial Counselor (By Ira S. Fields) 
Chicago, Ill. ... Jan. 25, p. 29 
Feb. 22, p. 53 
May 31, p. 36 
June 28, p. 54 
July 26, p. 42 
Oct. 4, p. 102 
Your Federal Income Tax Quiz (American 
Institute of Accountants). .Jan, 25, p. 34 
New Weekly Budget Plan Spurs Consumer 
Sales (Lieber Lbr. & Millwork Co.) Nee- 
nah, Wis. .. April 19, p. 25 
Let Us Analyze Your Financial Statement 
(Fields & Fields) Chicago, Ill. 
oc cec va UUs Oe ‘32 
How Is Vou System of Internal Control? — 
Evaluation of Customers’ Financial State- 
ments he & Fields) Chicago, Ill. 
.....May 3, p. 48 
One Solution to Meme Mortgage Financing 
(By A. E, Long) ..May 3, p. 56 
How Does Price Cutting Affect Your Profits? 
(By W. F. Schaphorst).....June 14, p. 74 
Three Point Plan to Collect Past Due Ac- 
counts (R. L. Sweet Lbr. Co.) Kansas 
City, Mo. July 26, p. 44 
Compare Your Operating Statement (By 
ira S. Fields) Chicago, Ill. Aug. 23, p. 38 
installment Selling Controls the Sale (Bailey 
Lbr. Co.) Miami, Fla......Aug. 23, p. 50 
Is Easier Financing Dengerens to the Build- 
ing aay? (By Norman Strunk) Chica- 
96, Tk +. Sept. 6, p. 86 
New Financing fom He!ps Sell (Forrest Lbr. 
Co.) Lubbock, Tex... .. Nev. |, p. 7! 
Hew to Apply for a Loan from the Small 
Business Administration (By O, V. Wallin) 
Philadelphia, Pa. Nov. 29, p. 40 


Government Orders & 
Regulations 


New Housing Bill Clears the Senate 
June 28, p. 10 


FHA Issues New Home Repair Regulations 
Oct. 18, p. 10 


Construction to Top All Records in 1955 
(Official Government Forecast) 
Dec. 13, p. 54 
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Home Shows and Community 
Special Events 


Home Idea Contest Draws 486 Entries (Eben- 
reiter Lbr. Co.) Sheboygan, Wis. 
Mar, 22, p. 52 
Competing Lumber Dealers Sponsor Home 
Show (Northeastern Wisconsin Lumber- 
men's Club) Green Bay, Wis. 
June 14, p. 56 
The O'Brien Family Visits Rosenthal’s 3-day 
Home Show (Rosenthal Lbr. & Fuel Co.) 
Crystal Lake, Ill. June 14, p. 80 
Push Cash-and-Carry Seles at Gee Home 
Show (Gee Lbr. Co.) Chicago, Ill. 
June 14, p. 107 
Barnum Couldn't Do Better (Hog Island Lbr. 
Co.) Philadelphia, Pa. July 26, p. 30 
How « Small Line Yard Stages Its Home 
Shows (N. J. Gendron Lbr. Co.) Sanford, 
Me. Aug. 9%, p. 82 
Stir Up Off-Season Remodeling with Handy- 
man Show (Queensborough Lbr. Co.) Bay- 
side, N. Y. Dec. 27, p. 28 


Low Cost Housing 


Panel System Aimed at Prefab House Com 
petition (Lumber Dealers Research Coun- 
cil and Small Homes Counc'l, U. of Mil.) 
Urbana, Ill. Feb. 8, p. 40 

What Dealers Say About the New Panel 
Construction System Feb. 22, p. 42 

More Answers to Questions on Panel System 

June 14, p. 98 

Dealer Offers Prefab Home Package (House- 
mart, Inc.) Cleveland, Ohio Aug, 8, p. 84 

Dealer Designed Home Has Exposed Beams 
(Hunt Sales Co.) Ysleta, Texas 

Sept. 20, p. 52 


Management 


Management Consultants Good or Bad? 
(Booz, Allen & Hamilton) Chicago, Ill, 
Jan. 11, p. 77 
Are Extra Store Houses Good Company Pol- 
icy? (Veenstra Lbr. & Sup. Co.) Racine, 
Wis. Feb. 8, p. 50 
Would You Sell Drug Sundries in Your Store? 
(Badger Lbr. Co.) Overland Park, Kans. 
April 19, p. 26 
This Yard Goes for Girls in a Biq Way (W 
B. Martin Lbr. Co.) St. Paul, Minn, 
May 1!7, P. 42 
NRLDA Delivery Guide Helps Cut Delivery 
Costs, Washington, D. C.. May 31, p. 33 
Accidents Cost Everybody —Safety Saves 
Everybody (Ruffin & Payne, Inc.) Rich- 
mond, Va. June 14, p. 62 
Six Basic Merchandising Tools July 12, p. 86 
How My Salesmen's Compensation Plan 
Works (Series of two by M. Dale Andrews, 
president, Andrews Lbr. Industries) New 
Castle, Pa. July 26, p. 22 
Aug. 9, p. 74 
Some Secrets of a Small Town Dealer (Briggs 
Lbr. Co.) Oneonta, N.Y... .Aug. 9, p. 40 
Charts for Profits Is Management Guide 
{Ivan M. Foley, R. F. Mestayer Lbr. Co. 
inc.) New Orleans, La. Aug. 23, p. $9 
More Dealer Comments on Ex'ra Store Hours 
(Golden State Lbr. Co., Dan Mueller Co.) 
Santa Monica, Calif.. Cape Girardeau, 
Mo. x Aug. 23, p. 64 
Plan Your Seles Drive (Dealer-Tested Em- 
ploye Meeting, Erickson Lbr. Co.) Hib- 
bing, Minn. Sept. 6, p. 78 
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King-size Inventory Encourages One-Stop 
Shopping (Hanna Lbr. Co.) Tulse, Okla. 
Sept. 20, p. 20 
Time-tested Good Housekeeping Rules (F. 
W. Borin Lbr. Co.) Bloomfield, Nebr.. 
. Oct, 18, p. 64 
Just 15 Minutes a Day Maintains Inventory 
Control (Port Townsend Lbr. Co.) Port 
Townsend, Wash. ., Nov, 15, p. 66 
Save Time & Money with Communications 
Equipment ...Nev. 29, p. 26 
Good Supply & Competition Forecast for 
Most Materials (Lloyd H. Yeager, G. M., 
The Gypsum Assn.) (John S. Berkson, Pres. 
Alsynite Co.) (W. E. Difford, Director, 
Douglas Fir Plywood Assn.) (Lewis Lloyd, 
Pres. Perlite Institute) (E. Kenneth Clark, 
Pres. National Mineral Wool Assn.) 
(Pittsburgh Plate Glass Co.) (George 
Hinstron, Ex. Sec. Steel Window Institute} 
(Joseph F. Battley, Pres., National Paint, 
Varnish & Lacquer , ssn.) (D. R. Behm, 
Director, Trade Promotion, Hardwood Ply- 
wood Institute) Dec. 13, p. 108 


Master Merchants of Light 
Construction Industry 


American Lumberman Names Master Mer- 


chant (Paul DeVille, Deville Lumber Co.) 
Canton, Ohio Mar. 22, p. 30 


Materials & Controls—inventory 


Your Perpetual Inventory Can Be as Easy as 
ABC (Frey Bros. Lbr. Co.) Michigan City, 
Ind. Feb. 8, p. 92 

Easy Way to Take Leber Inventory (Frey 
Bros. Lbr. Co.) Michigan City, Ind. 


Feb. 8, pv. 94 

What Perpetual leventors Control Did for 
One Dealer (Savannah Pianing Mill) Sa- 
vannah, Ga June 14, p. 84 


Material Handling & Equipment 


Shed Designed for Efficient Use of Materials 
Handling Equipment (Frey Bros. Lbr. Co.) 
Michigan City, Ind... . Jan. I, p. 62 

Fork Lift Serves as Stand-by Crew (Davis 
Lbr. Co.) Azusa, Calif. Jan. I1, p. 78 

Steel Storage Rack Aids Materials Handling 
(Selby-Lantford & Ewing Lbr. Co. Inc.) 
Corpus Christi, Tex. Mar. 8, p. 77 

Unique Delivery System Cuts Costs (Clay 
Bldg. Matls. Co.) Comanche, Texas 

Mar. 8, p. 103 

Truck Gevessen Save $3,000 Annually (By 
Homer F. Prakel, Geo. H. Worch Lbr. Co. 
Inc.) Versailles, Ohio Mar. 22, p. 38 

New Lath Package Speeds Handling (Wheel- 
ing Corrugated Co.) Wheeling, W. Va. 

..Mar. 22, p. 72 

Rollers on Trash Forks Trim Handling Costs 
(Yellow Springs Lbr. Co.) Yellow Springs, 
GAs ccs ...May 17, p. 46 

Strapped Lenker “Cuts Handling Costs 
(Home Materials Co.) Mansfield, Ohio 

: ..Jduly 12, p. 90 

Chain Hoist Beveler Saves Thousands of 
Steps (Fielder-Dillingham Lbr. Co.) Abi- 
lene, Texas ; July 26, p. 28 

Dealer Develops Versatile Two-Wheel Trailer 
(Mead Lbr. Co.) York, Nebr. 

Aug. 9%, p. 66 

Steel Saeed and Plastic-Protected Ship- 
ment Makes History (Sterling Lumber 
Co.) Chicago, Ill. Oct, 18, p. 36 


December 27, 


Slashes Normal Delivery Time 50% with 
single fork lift truck and special pallets 
(E. E. Austin Lbr. Corp.) Erie, Pa.. 

. 18, p. “” 

Flat-Top Proves ideal Delivery Truck (Ane- 
walt Lumber Co.) Los Angeles, Calif... 

Oct. 18. p. 52 


New Home Construction 


How to Wrap Up More Home Packages 
Sept. 6, p. 144 
Grosses |'/2 Million on U-Finish Houses (Butt 
Lbr. Co.) Azusa, Calif.....Nov. 29, p. 20 
Brakes for the Basementiess House Trend 
a Basement Assn.) Chicago, lil. 
. .Dec. 13, p. 96 


New and Remodeled Stores or 
Yards 


New Store Aims for Family Appeal (Badger 
Lbr. Co.) Overland Park, Kans..... 
... Jan. tl, p. 69 
New Store Serves Both Contractor and Han 
dyman Customer (Selby-Lankford & Ewing 
Lbr. Co.) Corpus Christi, Tex. 
Feb. 8, p. 97 
New Colorado Yard Offers All-Weather Con- 
venience (Fred Harsch Lbr. Co.) Ft. Col- 
lins, Colo... Feb. 22, p. 40 
Department Store Displays Keynote New 
Showroom (Hechinger Co.) Alexandria, 
ae Mar. 22, p. 46 
Remodeled Store Steps Up Sales — 
Lbr. & Coal Co.) Westville, Ind. 


New Demenstvellen House and New Store 
Makes Effective Sales Team (Ebenreiter 
Lbr. Co.) Sheboygan, Wis..May 31, p. 18 

New Store Layout Brings New Business 
(Mead Lbr. Co.) Ashland, Nebr. 

May 31, p. 26 

Showreem Designed to Service Contractors 
and Architects (Heimbach Lbr. Co.) Du- 
luth, Minn.. June 14, p. 52 

Why a Smail- City Dealer Remodeled (Davis 
Lumber Co.) Hutchinson, Kans. 

. June 28, p. 22 

Drive- In Yard Provides Profitable Service for 
Do-It-Yourself Customers (G. M. Stewart 
Lbr. Co.) Minneapolis, Minn... 

July 12, p. 48 

Drive-in ianheneté Does Big Business 
(Barker-Lubin Lbr. Co.) Springfield, Ill. 

acewk en July 12, p. 50 

Sparkling New Store Helps Double Cash 

Sales (Rutland Lumber Co.) Albany, N. Y 
July 12, p. 66 

New Store for Odds 'N Ends — City 
Lbr. & Mill Guy Pasadena, Calif. 

; July 12, p. 78 

Remodeling Sous peer Sales (D. Baker 
& Son Co.) Grand Haven, Mich.. .. 

July 26, p. 26 

New Store Triples Paint & Hardware Sales 
(W. Theo Miller & Son, Inc.) Kutztown, Pe 

; .. July 26, p. 33 

Desler Sells eters Materials with a Show- 
room That Looks Like a Home (Ed Wil- 
liams Lbr. Co.) Canton, Ohio 

. duly 26, p. 46 

_ Can Buy Seats Market Style Here 
(Whiting- ery San Diego, Calif. 

Aug. 9, p. 50 

Little Store Has Big-Store Features (Ted 
— McDowell Lbr. Co.) Syracuse 

*% A Aug. 23, p. 32 
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King-Size Inventory Encourages One-Stop 
Shopping (Hanna Lbr. Co.) Tulsa, Okle. 
Sept. 20, p. 20 
Sawyer's New Home Shopping Center (W. 
H. Sawyer Lbr. Co.) Worcester, Mass. 
Nov. |, p. 54 
New Building Materials Department Store 
Opening Attracts Prospects (E. E. Austin 
Lbr. Co.) Erie, Pa. Nov. |, p. 66 
Good Lighting Is Important Selling Tool in 
New Store (Beaver Lumber Co.) Akron, 
Ohio Nov. 15, p. 56 
New Store Makes it Easy for Customers to 
Buy (Pierceton Lbr. Co.) Pierceton, Ind. 
.Nov. 29, p. 38 
Store a 100,000 Ideas Jecoph N. Kloff, Inc.) 
S. Norwalk, Conn. Dec. 27, p. 22 


Personalities 


Woman Makes Wholesale Lumber Her Busi- 
ness (Van Valer Lbr. Co.) Spokane, Wash. 
May 3, p. 120 


Pricing 


How Does Price Cuiting Affect Your Profits 
(By W. F. Schaphorst).... June 14, p. 74 
Pay-N-Taket Rolls Up Profitable Volume 
(Pay-N-Teket Lbr. Co.) Cedar Rapids, 
lowa...... ul July 12, p. 52 
Price Your Guanes Sales for Profit (Crown 
City Lbr. & Millwork Co.) Pasadena, Calif. 
Sept. 6, p. 95 


Product Merchandising 


How to Sell Floor Coverings (Banks-Wilcox 
Lbr. Co.) Liberty, Mo. Jan. 25, p, 32 
Testing Rack Spurs Paint Sales (Pinellas Lbr. 
Co.) St. Petersburg, Fla. Feb. 8, p. 88 
How Labor-Saving Tools Pay Off (The Frank- 
lin Square Lbr. Co.) Franklin Square, L. |., 
N. Y. Feb. 8, p. 102 
How to Improve Your Lawn and Garden 
Sales (Scott Lbr. Co., Brookhaven Supply 
Co., Terry Road Lbr. Co.) Amarillo, Tex., 
Atlanta, Ga., Jackson, Miss.. Mer. 8, p. 52 
Sell 200 Chimney Units Annually (Building 
Supply Co.) St. Petersburg, Fle. . 
Mar. 8, p. % 
Your Customers Want a Patio Package 
(C. C. Collins & Son, Inc.) Madison, 
Wis. April 19, p. 42 
Jalousie Windows Pass Wisconsin Winter 
Test (Dane Lbr. Co.) Beloit, Wis..... 
May 3, p. 42 
What's New in the Paint Market 
May 3, p. 52 
Promote Flooring for Do-It-Yourself Projects 
(Entz-White Lbr. Co.) Phoenix, Ariz. 
May 3, p. 55 
Dealers Step Up Roofing Promctions 
May !7, p. 22 
Wrought Iron Legs Provide New Profit Kick 
(Schoeneman Bros. Co.) Sioux Falls, S. D. 
May 17, p. 59 
Dealers Sell Glass Blocks for Many Uses 
(Henry Simon Lbr. Co., Borland Lbr. Co., 
Joseph Lbr. Co.) Jordan, Minn., Oil City, 
Pa., Chicago, Ill, May 31, p. 22 
Latch Onto More Hardware Sales 
June 14, p. 68 
Boost Your Floor Covering Sales with 3 D's 
a June 28, p. 32 


BUILDING 


Propucts MERCHANDISER 


Rental Equipment Can Boost Wallpaper 
Sales (Dierks & Son Lbr. Co.) N. Kansas 
City, Mo.. . June 28, p. 44 

Carport remetien Attracts New Customers 
tne Lbr. & Supply Co.) South Bend, 

July 12, p. 56 

Pa Styling Selling Awning Windows 

(R. L. Sweet Lbr. Co.) Kansas City, Mo. 
July 12, p. 74 

Sell the Advantages of Hardwood Flooring 
July 26, p. 20 

Paint Sales Low? (Badger Lbr. Co.) Kansas 
City, Mo. » eae 6 Aug. 9, p. 46 

Step Up Your Paint Accessory Sales $6,000 
Annually Aug. 9, p. 62 

Custom-Made Pallets Prove Profitable Side- 
line (Foley Lbr. Co.) Jacksonville, Fla. 

_ Aug. 9, p. 72 

Wallnmane Adds Profit, Appeal to Women 
(South Texas Lbr. Co., Fielder-Dillingham 
Lbr. Co.) Abilene, Tex. Aug. 9, p. 86 

Are You Missing the New Profits in Hard- 
board? Aug. 23, p. 44 

Sell More Plastic Lominctes with Demonstra- 
tions Aug. 23, p. 60 

How to Compete in a Woods Full of Kitchen 
Specialists Sept. 6, p. 182 

Fall Is Timely for Garage Promotion (Fuller- 
ton Lbr. Co.) Waterloo, la.. Sept. 6, p. 190 

New Product Ammunition for More Siding 
Sales Sept. 20, p. 28 

Sells Building Materials with Tool Rentals 
(Downsview Lbr. & Supply Ltd.) Toronto, 
Canada Sept. 20, p. 38 

Packages Promote Plastic Panel Sales 

Oct. 4, p. 58 

Here's the Route to Greater Siding Sales 

Oct. 4, p. 84 

Product Knowledge and Sharp Displays Mean 
More Insulation Sales Oct. 18, p. 44 

Garage Space Can Be Designed for Versa- 
tility (Small Homes Council, Univ. of 
ill.) Urbana, Iil.. Oct. 18, p. 56 

There's Good Profit in Wrought Iron (Pacific 
Plywood Co.) Los Angeles, Calif. 

Oct. 18, p. 60 

How New Uses & Displays Sell More Millwork 

Nov. 15, p. 36 

Does $50,000 in Unfinished Furniture (For- 
est Lbr. Co.) Mountain Lakes, N. J. 

Nov. 15, p. 40 

pet Developments Sell Porch Enclosures. . 

Nov. 15, p. 48 

Facts Help Sell Building Specialties (Geor- 
gia-Pacific Plywood Co.)..Nov. 15, p. 62 

Lumber as Attractive Building Material 
(Point Loma Lbr. Co.) San Diego, Cal'’f. 

: Dec. 13, p. 90 

How to Sell More Seater to the Shoulder 
Trade (Showroom lumber stacks, bargain 
bins, displays) Dec. 13, p. 100 

Sell Finish Lumber's Beauty & Elegance 

Dec. 13, p. 102 

1954 Big Year for New Products 

Dec. 13, p. 113 

Small Lumber Sales Can be Profitable (May 

Avenue Lbr Co.) Oklahoma City, Okla. 
Dec. 13, p. 114 


Public & Employe Relations 


Good-Will Trailer Also Merchandiser (The 
Halliday Co., Ltd.) Burlington, Ont., Can- 
ada Jan. ||, p. 87 

Coffee Bar Builds Good Will (Bowers Co.) 
Tuscaloosa, Ala. April 19, p. 44 

Editors Pick Contest Winners in Annual Pub- 
lic Relations & Merchandising Contest 

May !7, p. 78 

P-R Man Is Jack-of-All-Trades (Renuart Lbr. 

Co.) Coral Gables, Fie. June 14, p. 96 


Tours for School Children Popularize Store 
(J. Oviatt Bowers Co., Inc.) Tuscaloosa, 
Ala... " July 12, p. 7 

Civic Minded Lumbermen Lead Busy Lives 
(Caleasieu Lbr. Co.) Austin, Texas 

Aug. 9%, p. 80 


Research 


What Is the Lumber Dealer's Research Coun- 
cil?—Urbana, Ill... . . Mar, 22, p. 56 
More Answers to Questions on Panel m 
ae Homes Council, U. of Ill.) Ur 

June 14, p. 8 

on pean for Wood in America—Part | 
Oct. 4, p. 50 

Where Lumber Lost Its Market—Part 2. . 
Oct. 18, p, 54 
How ‘tember Can Improve Its Performance 
in 1955 (Paul R. Ely, Ely-Hoppe Lbr. Co.) 
North Platte, Nebr. Dec. 13, p. 104 


Selling — General 


King-Size Inventory Encourages One-Stop 
Shopping (Hanna's) Tulsa, Okla.. 
Sept. 20, Pp. “20 


Selling Remodeling Jobs 


Fixit Business Keeps Two Men Busy (C. 
Starkweather & Son, Inc.) Beaver Dam, 
Wis. ... Jan, 25, p. 30 

There's Extra Dollars i in New and Remodeled 
Baths (Hill-Behan’s, Hechinger's, Rose 
Bros. Co.) St. Louis, Mo., Washington, 
D. C., Cincinnati, Ohio... . Feb, 22, p. 48 

% ~ It Room" Swells Wall Covering Sales 

90%, (Steel City Lbr, & Supply Co.) 
on Ind. ae April 19, p. 38 

Talking Display Sells Rumpus Room Pack- 
ages (Albion Lbr. & Millwork Co, Lid.) 
Vancouver, B. C. June 28, p, 29 

How to Sell Home Improvement ficebie 

Sept. 6, p, 90 

Six-Point Plan Boosts Recreation Room Sales 

Sept. 6, p. 198 
Step ‘Up Your Attic Remodeling Sales. . 
Sept. 6, p. 204 


Surveys & Business Predictions 


What Dealers Say About Their Business (By 
Norman P. Mason, Proctor Lbr. Co.} No. 
Chelmsford, Mass.. .Mar. 8, p. 98 

NRLDA Forecast Des. 13, p. 52 

NAHB Forecast Dec. 13, p. 53 

Lumber Ready to Meet Stiff Competition 
(NLMA Survey) Dec. 13, p. 79 

Industry Anticipates Excellent ‘55 (Industry 
Association Reports) Dec. 13, p. 82 


Yard Fabrication 


Booming Business in Sterage Buildings (East 
Side Lbr. Co.) Phoenix, Ariz....... 
..Mar. 22, p. 40 
Sells $400,000 Worth of Summer Cottages 
(Halliday Co. Ltd.) Burlington, Ontario, 
Canada ; May 3, p. 44 
New Jig Will Panelize Entire Wall Sec- 
tions (Acacia Lbr. Co.) Dayton, Ohio 
July 12, p. 82 
How to Wrap Up More Home Packages 
(Yard Fabrication) Sept, 6, p. 144 
Cabins Popular in New Mexico (Rio Grande 
Lbr. Co.) Albuquerque, N. M.. 
Oct. ‘18, p. 66 
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YOUR PROFIT-MAKING FORUM § 


Boom here to stay 


The do-it-yourself craze has jet-propelled itself 
into a $6 billion-a-year business! Basic secret of suc- 
cess: The more skills the amateur week-end carpen- 
ter acquires, the more he wants to tackle bigger and 
more complex jobs. Profit outlook: Sales to do-it- 
yourself hobbyists are soaring so fast, experts esti- 
mate they will climb to well over $10 billion by 1960. 

Biggest questions—how to make the most of this 
zooming, fast-turnover market. And how to get heavy 
do-it-yourself spenders, many of them cash custom- 
ers, to turn to your yard first, last and always. So 
let’s take a quick look first, at some of the most sig- 
nificant figures reported by “Time Magazine,” show- 
ing what amateur carpenters are blowing their dol 
lars in for 

In 1953, 11 million basement workshop boys and 
week-end carpenters bought 500-million square feet 
of plywood. Twice the amount they bought in 1951 
and nearly four times the amount purchased by ama- 
teurs in 1946! They also went to work with 25 million 
power tools. Worth noting: power tool sales, which 
rarely topped $25 million before the war, have now 
developed into a $200 million business. Moreover, 
experts predict a 25% increase by the end of 1954. 

Last year’s amateur decorators brushed, rolled and 
sprayed 400 million gallons of paint on their homes, 


By Norm Advertising, Inc. 
New York, N. Y. 











no less than 75% of al! the paint used in the U. 8. 
“Time” surveys also show that amateur home dec- 
orators pasted up 10 million rolls of wallpaper, or 
60% of all wallpaper hung in 1953. And laid 500 
million square feet of asphalt tile, 50% of all that 
was laid. 

Here, then, are some of the most important lines 
to advertise and promote to the do-it-yourseif mar- 
ket. So let’s consider some promotions that will make 
your yard stand out from competitors, pack in those 
cash customers and land you more and more repeat 
sales! 


New angle pays off 


There’s nothing like shop talk, personal testi- 
monials of success and informal, short-sleeve dem- 
onstrations to stimulate week-end carpenters to 
tackle new and bigger jobs. So how abvut starting a 
Do-It-Yourself Club at your yard! 

The first step is to remodel part of your basement 
or other area into a combination club lounge and 
model workshop. By practicing what you preach and 
featuring a super workshop of your own, both for 
display purposes and actual demonstrations, you’ll 
sell a lot more customers on basement remodeling 
jobs as well assmany other kinds of jobs. 

In planning part of your room as a club lounge, 
make sure it is the kind of lounge that lends itself 


(continued on page 56) 
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Flooring 


You can count on preference for "Mt. Vernon’ 
Brand because you can count on quality lumber 
carefully kiln dried, and well manufactured and 
graded into flawless flooring. Feature it and win 
new and repeat business now. 


ALSO BAND SAWN HARDWOODS. Write or cali— 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alebaeme 
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quality true 


OZAN PINE 


if 


1e grademark above is your key to top lumber qual 
ity and profits. It is testimony that Ozan Soft Pine 


measures ip to the 95%, efficiency in grading required 
by the SPIB. In addition, Ozan lumber offers dealers 
ind builders soft texture for easy workability, pre- 


Take 
sales 


ision cut, and spotless 
the easy way out—the 
der Ozan Pine today 


OZAN LUMBER COMPANY 


Prescott, Arkansas 


appearance on arrival 
easy way to satisfied 
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AMONG THE DEALERS 





HOME-LIKE OFFICE of the Detroit Lumbermen’s Association incorporates the 
utility of an office with the warmth of residential construction. 


Detroit Lumbermen Move into Homelike Office 


The Detroit Lumbermen’s Asso- 
ciation last month moved into its 
new headquarters—the first office 
building constructed by a retail 
lumber dealers group specifically 
for association offices. 

Since about 90% of the associa- 
tion members’ business is from 
home construction, a residential 
building theme was incorporated 
in the planning of the offices to 
combine the utility of an office with 











Form Seattle Association 
To Protect Lumber Buyers 


Thirty-five leading retail lumber 
dealers in the Seattle trading area 
recently formed the Associated 
Lumber Dealers to protect the con- 
sumer and assure him a better 
quality building material and cour- 
teous service. 

The Associated Lumber Dealrs 
of Seattle and Vicinity has formu- 
lated a five-point code of ethics 
which guarantees their customers 
fair and equitable prices, accurate 
tally and guaranteed grade, true 
and accurate advertising, courte- 
ous and competent advice and 
prompt, efficient service. 

The Association in no way re- 
stricts freedom of competition, 
fixes or controls prices. 


BUipDINe 


Propucts MERCHANDISER 


the relaxed atmosphere of a home. 

Considered as a fresh approach 
to modern office design, the Geor- 
gian colonial building brings the 
beauty of wood construction into 
a formal business atmosphere. 


When K. D. Green of Bell Lum- 
ber Co. became president of the 
association several years ago he 
stimulated the long-dormant idea 
of building the new offices. Execu- 
tive-director Daniel E. Ford acti- 
vated and crystallized the plans 
for the construction. 


Association Services 


Ford carries out the policies set 
up by the 18-man board of direc- 
ters and coordinates the services 
offered by the association to its 
members. These services include a 
grading inspection service for lum- 


ber products coming into the De- 
troit area, monthly bulletins to 
keep members informed about lat- 
est industry developments, cost 
surveys to let the members know 
the relationship of their companies 
to others in the area, providing 
information to the Michigan legis- 
lature when requested and han- 
dling group insurance for member- 
ship and employes. 

The broad, general purpose of 
the Detroit Lumbermen’s Associa- 
tion is to encourage the increased 
use of wood products and provide 
current information to all mem- 
bers of the association. To pinpoint 
an awareness of the part lumber 
plays in America’s economy, the 
association has taken an active 
interest in wood product courses 
at Michigan State College and the 
University of Michigan Extension 
Service. 


Offer Awards, Scholarship 


The association has established 
two $100 awards and a $500 schol- 
arship at Michigan State College. 
Two outstanding graduates who 
majored in the lumber and build- 
ing materials merchandising cur- 
riculum receive a $100 award. The 
$500 scholarship is to encourage 
students to select the lumber and 
building materials course as a 
major. 

The association also sponsors a 
course at the University of Michi- 
gan Extension Service which cov- 
ers the properties and uses of 
wood in two 8-week series of lec- 
tures. 

The officers of the Detroit Lum- 
berman’s Association for 1954- 
1955 are: Fred B. Lowrie, Lowrie 
Lumber Co., president; Fred A. 
McCaul, McCaul Lumber Co., vice- 
president; Charles Goldberg, 
Michigan Lumber Co., secretary; 
and William C. Restrick, Jr., 
Restrick Lumber Co., treasurer. 


FIRST BUMPER STICKER advising people to see their lumber dealer first when 
considering repairing, remodeling or building is placed on his car by Alfred L. 
Leonhardt, new president of the Oklahoma Lumbermen’s Association. These 


stickers will be affixed to the bumpers of trucks and cars of the 400 dealers who 
are OLA members. 
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MANUFACTURERS IN THE NEWS 
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INSULITE EXPANSION, started this fall, is expected to be completed during the 


latter part of 1955 
pleted 


Steel framework for the one-story extension is almost com- 
In the background is the present Insulite plant. 


insulite Expands, Streamlines Fabricating Plant 


In moving toward the vroduc- 
tion of higher density products, 
Insulite division, Minnesota & On- 
tario Paper Co. is building a one- 
story extension of its present fa- 
cilities at International Falls, 
Minn., and streamiining its fabri- 
cating facilities. 

This development was revealed 
by W. H. Schlafge, general man- 
ager of Mando’s specialty paper 
and Insulite fiber board mill re- 
cently. 

While the 85,000-square-foot 
building extension is being com- 
pleted workmen will relocate the 
division’s coating and fabricating 
machines. These operations now 


Lopina Heads W. E. Selck's 
New Tile Sales Division 
One of the early pioneers of the 


plastic tile industry- 
Lopina -—— has 
been named as 
tile division 
manager for 
Walter E. Selck 
Co., Chicago. 

Lopina, for 
many years 
general man- 
ager of E. F. ; 
Ferguson Co., _* 

Ch fe ago, is Konrad Lopina 
working out a program for a pack- 
age deal for sales aids and sales 
promotion helps for dealers han- 
dling Selck’s newest products 
Selckraft and Wallmaster. 

The Selckraft line of wall tile 
will feature 22 colors. The Wall- 
master line will be available in 12 
colors and black. 

According to the manufacturer, 
Walter E. Selck, the tile has a high 
crest in the center which guaran- 


Konrad H. 


7” 
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located on the fifth floor of the 
pe Insulite warehouse will 
ye moved to the first floor. All fab- 
ricating machines will be set up 
for a straight-line operation. 

It will be possible, for the first 
time, to start a continuous flow of 
wood fiber at one end of the pro- 
duction line and have a coated, 
fabricated or otherwise treated 
and completed Insulite product 
emerge at the other end of the line. 

These changes are being made, 
says F. E. Boeckh, first for eco- 
nomic reasons, and, second, be- 
cause of the need for further di- 
versification of Insulite products. 


tees against dishing. Heavy gauge 
exceeds U. S. Bureau of Standards 
specifications and undergate mold- 
ing guarantees delicate cloud mar- 
belization and square edges. 


Building Products Div. 
Created By Armstrong 


To handle its rapidly growing 
business in the building material 
field more effectively, Armstrong 
Cork Co., Lancaster, Penna., has 
created a separate building prod- 
ucts division recently. 

J. V. Jones has been appointed 
general sales manager of the new 
division and J. O. Sampson has 
been appointed manager of the 
lumber dealer products depart- 
ment, Jones’ former position. 

R. Peck, vice-president and 
general manager of the building 
materials division, announced the 
move which took the form of cre- 
ating two new divisions—building 
products and insulation—out of 
the building materials division. 


J. V. Jones 


The insulation division will handle 
company’s industrial and equip- 
ment insulation business. 

“We are giving full divisional 
status to our rapidly growing 
building products business in or- 
der to handle it more effectively 
through concentrated effort,” 
Peck said. “This will place us, we 
believe, in a strategic position to 
take full advantage of the devel- 
opment of new building techniques 
and new lines of building products 
as we approach the anticipated 
heavy building years of the late 
1950's.” 

A. J. Hollinger was moved from 
the Indianapolis sales office to 
Armstrong’s home office in Lan- 
caster to become assistant man- 
ager of the lumber dealer products 
department. 


J. 0. Sampson 


Modern Designs Featured in McCall's Transfer Patterns 


Contemporary kitchen, outdoor 
and barbecue accessories are in- 
cluded in the first 12 designs of 
McCall’s new do-it-yourself pat- 
terns which will be featured in a 
six-page spread in the January 
issue of McCalls magazine. 

Listed on one page of the ad are 
13 lumber dealers who are among 
the 171 establishments carrying 
this line of patterns. 

The new full-scale transfer pat- 
terns are the first of their kind on 
the market and eliminate tracing 
and scaling. Shop-tested patterns 
are transferred to wood by iron- 
ing with an ordinary household 
iron, insuring absolute cutting 
accuracy. 


December 


7 


BARBECUE FURNITURE is one of 
the first 12 designs in McCall’s new do 
it-yourself transfer patterns now avail 
able. 
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COMPANIES ANNOUNCE 





Homelite Corp., Port Chester, N. Y., 
has elected Richard C. McDona..! vice- 
president in charge of manufacturing 
and Albert K. Newman as vice-presi- 
jent in charge of engineering. 


Henry Disston & Sons, Inc., Phila- 
ielphia’s 114-year-old manufacturer 
of saws, tools and alloy steels, recent- 
ly opened a new warehouse and office 
in Los Angeles. Harold Spurgeon, 
who has represented the firm in the 
Los Angeles area for many years, is 
n charge of the new warehouse. 


Inland Steel Products Co., Milwau- 
kee, recently appointed Byron J. Klue- 
sing sales engineer for Milcor Lok-Rib 
Buildings. Kluesing will handle the 
establishment of dealerships and dis- 
tribution in 14 western states. 


Champion Storm Window Mfg. Co., 
New Hyde Park, N. Y., has appointed 
Sam Scott as salesman in charge of 
eastern seaboard dealer contact. Scott 
was formerly with Jasco and has ex- 
tensive exp:rience in both wholesale 
and retail selling. 


Aetna Plywood & Veneer Co. recent- 
y appointed Joseph R. Kristufek as 
manager of its Detroit branch ware- 
house. Kristufek, before joining Aetna 
was manager of the Great Lakes Ply 
wood Co., Chicago, a division of Ply- 
wood, Inc. Prior to that he held the 
position of general manager of a 
Detroit plywood company. 


Ludman Corp., Miami, Fla., manu- 
facturer of window and jalousie prod- 
icts, announces the promotion to vice- 
presidencies of three officers: Carl 
Schilke, assistant to the president; 
Henry W. Tavs, in charge of sales and 
promotion, and William Vollmer, 
chief engineer. 


Buch Mfg. Co., Elizabethtown, N. J., 
hardware and garden equipment 
manufacturer, has appointed James A. 
Fisher as field sales manager. Fisher 
will direct sales activities in the field 
for Buch, coordinating the expanded 
national merchandising and advertis- 
ng program in various territories in 
the United States. 


DeWalt, Inc., Lancaster, Pa., has 
named Condé Hamlin, vice-president 
in charge of sales and a director of 
the firm. Since 1952 Hamlin has served 
as general sales manager of DeWalt, 
major manufacturer of power cutting 
tools and radial-arm saws. 


Minnesota Paints, Inc., has elected 
James S. Begg vice-president in 
charge of sales. Begg, who became 
general sales manager in 1952, was 
formerly district sales manager of the 
firm’s plant at Fort Wayne, Ind. The 
company has other plants at Minne 
apolis, Atlanta and Dallas. 


Yale & Towne Mfg. Co. has pro- 
moted Leon Kotch to director of lock- 
smith supply sales for the Yale Lock 
and Hardware Div., Stamford, Conn. 


Celotex Corp., Chicago, has named 
James C. Whitney assistant merchan 
lise manager, insulation sales. For 
the past seven years, Whitney has 
heen assistant to Marvin Greenwood, 
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vice-president and general sales man- 
ager. Whitney will be succeeded by 
i A. Eckstein. 


Villaume Box and Lumber Co., St. 
Paul, Minn., announces several staff 
changes. Jay Ledy, with the firm 25 
years, has been appointed general 
sales manager. Robert Linsmayer has 
been appointed operations manager 
and Eric Tysk has been appointed 
comptroller and office manager. Pur- 
chasing functions will be handled by 
Julius L. Villaume, assisted by George 
Brace. Frank E. Villaume has re- 
signed as vice-president and director 
te engage in other business. 


Winfield Door Corp., manufacturer 
of precision-made garage doors, will 
move to a new and larger plant at 
West Babylon, N. Y., early in 1955. 
All production will be coordinated 
under one roof of the 40,000-square- 
foot plant. 


G. FRED CROESSANT, president of 
the Molly Corp., Reading, Pa., signs a 
contract for distribution of 150,000,000 
book matches as part of the national 
advertising program for Molly Screw 
Anchors. The order for 75 box cars 
of matches is by far the largest ever 
placed by a hardware manufacturer 
Beaming their approval are, left to 
right: R. M. Forsberg, Molly sales man 
ager: C. L. Moyer, representative of 
the Universal Match Corp. which will 
execute the contract, and Harry M 
Cole, Universal district sales manager 
Distribution of the matches will start 
January 1 upon completion of the pres 
ent contract for 50 million books 


Packaged Heating System 
Aimed at Handyman 


A complete consumer do-it-your- 
self heating system was recently 
introduced by Package Comfort 
Heat, Inc., Cleveland. 

Primarily, the system was devel- 
oped to be sold through building 
material dealers, lumber yards and 
small heating contractors. One of 
the objectives of this system is to 
make it possible for dealers to 
carry a line of heating systems 
without costly inventories or stock 
furnaces and other bulky mate- 
rials. 

The firm maintains complete 
plans for all nationally advertised 
prefabricated or precut homes, to- 
gether with engineer-developed 
plans for any type of heating sys- 
tems. Based on experience with 
more than 20,000 heating systems, 
the firm will develop an engineer- 


designed system for any type of 
home—new or old—without any 
additional cost. The dealer or the 
homeowner fills in a simple floor 
plan and Packaged Comfort, Inc., 
engineers will design the proper 
plant to fit any climatic conditions 


# you can work with your hends... J 
ond foliow simple instructions “y 


. 


The Packaged Comfort Heating 
System is shipped complete, ready 
to install. The customer is provid- 
ed with a choice of three nation- 
ally-advertised furnaces to utilize 
his choice of fuel. All controls, 
ducts, registers and screws are 
furnished in the package. A pack- 
aged system designed for a two- 
bedroom house is designed to retail 
at $199.50. 

While the system was designed 
primarily for the do-it-yourself 
home market, and to eliminate the 
need for heavy dealer inventories, 
many building contractors are tak- 
ing advantage of this new idea and 
installing them in new projects 
with savings as high as 50% over 
conventional methods 


NEW PACKAGING for the handy 
Speed Load cartridge for Macklanburg- 
Dunean’s familiar Nu-Calk calking 
compound was introduced recently 
This is the first M-D item to convert to 
a new standard package design 
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THE LUMBER MARKET 


Rail Strike Enas 
In Northern California 


SAN FRANCISCO — Northern 
California lumber mills have re- 
turned to norma! production oper- 
ations following the end of a 25- 
day old strike of locomotive engi- 
neers on the Northwestern Pacific 
railroad’s 276 mile line from Tib- 
uron to Eureka. 

The strike ended after a full 
week-end of negotiations, with 
both employer and Brotherhood of 
Locomotive Engineers promising 
resumption of service on the key 
lumber line. 

Choked storage facilities had 
forced many small mills which de- 
pend on the railway for transport 
of lumber to suspend operations 
during the strike. As a result mure 
lumbermen than railwaymen were 
out of work for the 25 days. 

Terms of the settlement were 
not announced in the joint state- 
ment issued by George L. Morrison, 
vice president of the railroad and 
Julian P. Colyar, general chairman 
of the Brotherhood. 

Formation of a new lumber firm 
in Klamath Falls, Ore., has been 
announced by Frank Hall, former 
sales manager for the Spangler 
Lumber Co. 

The new concern, Klamath Lum- 
ber Wholesale Co., will be owned 
and operated by Hall with office 
space shared by the Spangler firm 
in the Underwood building. The 
company will operate as a lumber 
wholesale brokerage business with 
lumber being purchased from all 
over the Pacific northwest and 
sold and shipped to all points in 
the U.S. 


Fir Market Firming 


In Seattle Region 

SEATTLE — The fir market is 
firming and other markets are 
strong as the industry approaches 
mid-December. A better log inven- 
tory has encouraged operators. 
Green fir dimension is up to $2 and 
drop siding has advanced $5 to 
$10. Ceiling in % x 4 B and Btr 
and C are up $5. Boards are a little 
tight especially 1 x 8’s. Studs are 
very strong and are up $5. Key 
factor in placing orders is ship- 
ment before January 1. Some or- 
ders call for a lot of dickering. 
Buyers who have held off are now 
in the market. 

Shingles are firm with prices 
about the same, 5 are hard to get. 
No. 3 XXXXX is stronger. Dry 
hemlock is firm with prices about 
the same. Western red cedar con- 
tinues in the same position as a 
fortnight ago. Mill order files ex- 
tend to 60 to 90 days and some are 
oversold. Good lumber logs are 
hard to find. There is no change 
in price of pines or spruce. 
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Log inventory as of December 1 
reveals 985 million feet in commer- 
cial waterways and in the hands 
of mills and loggers. This is a gain 
of 97 million feet for the month. 
Normal inventory is 1.2 billion 
feet. All three districts gained. 
Columbia river is the area most 
likely to run short. Douglas fir 
logs total 202 million or nine mil- 
lion less than a year ago. 


Market Unchanged 
At Kansas City 


KANSAS CITY — Mills had 
little change to report in the mar- 
ket conditions in the southwest 
during the last two weeks. Volume 
was not quite as heavy as it was in 
November, prices ruled firm and 
inventories were light for the soft 
woods and heavy for the hard- 
woods. 

The building boom in the area 
continues without any slowdown 
and a goodly amount of common 
lumber is moving directly to the 
jobs. There is a shortage of “roof- 
ers” — the 6 and 8-inch common 
boards on the east side of the Mis- 
sissippi river. Yet, despite the 
tightness in the supply, prices have 
shown no inclination to advance. 
Most milis are in no position to 
ship straight cars of common 
boards from the east side. 

The price spread that usually 
exists between the east side and 
the west side, with the latter get- 
ting a higher price, has sot existed 
to any extent in the iast two 
months. 

Even with the great deal of home 
building, finish is dragging and is 
not meeting with a good demand. 
In fact, supplies have increased at 
the mills. 

Weather conditions generally 
are good for production and ship- 
ments from the producing region. 
The rains have not interrupted 
forest work as much this fall as 
normally and, for that reason, 
mills have been able to keep their 
plants going at a high rate and 
shipping promptly. 


Heavy Mill Activity 
Reduces Unemployment 


TACOMA — A high level of ac- 
tivity in the lumber industry is re- 
sponsible for a major improvement 
in Washington’s unemployment 
picture, according to Peter R. Gio- 
vine, state employment security 
commissioner. His latest report, 
issued December 8, said 41,460 per- 
sons applied for unemployment 
benefits last week. This, he said, 
was the first time in more than two 
years that benefit claims were 
lower than during a comparable 
week in the preceding year. A year 





ago, 41,568 persons filed claims for 
benefits. 

“At the present time, most mills 
are working on a large backlog of 
unfilled orders which accumulated 
during the industry-wide labor- 
management dispute last summer,”’ 
he said. 

More than 41,000,000 board feet 
of timber in the Humptulip region 
of the Olympic National Forest 
will be auctioned at Aberdeen Jan- 
uary 5, according to federal for- 
estry officials. 


Lumber Nationally 


Lumber shipments of 498 mills 
reporting to the National Lumber 
Trade Barometer were 2.4% below 
production for the week ending 
December 4, 1954. In the same week 
new orders of these mills were 
1.4% above production. Unfilled 
orders of the reporting mills 
amounted to 38% of stocks. For the 
reporting softwood mills unfilled 
orders were equivalent to 22 days’ 
production at the current rate, and 
gross stocks were equivalent to 54 
days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
1.1% above production; new orders 
were 1.6% above production. 


Western Pine 


The December 4 report of the 
Western Pine Association gave or- 
ders as 74,043,000, shipments as 
74,353,000 and production as 74,- 
862,000 feet. Shipments were .7% 
and orders were 1.1% below pro- 
duction for the week. Orders were 
4% below shipments. Orders ac- 
cepted increased 4,518,000 feet, or 
6.5% during the week. 


Southern Pine 


The December 4 report of the 
Southern Pine Association gave or- 
ders as 16,905,000, shipments as 
17,638,000 and production as 18,- 
695,000 feet. Shipments were 5.6% 
and orders were 9.5% below pro- 
duction for the week. Orders were 
4.1% below shipments. Orders on 


hand decreased 733,000 feet, or 
1.8%. 





NLMA Asks Correction 


The National Lumber Manufac- 
turers Association has asked the 
American Lumberman to correct 
their error which was published in 
the December 13, 1954 issue under 
the headline “Lumber Ready to 
Meet Stiff Competition.” In their 
original published report, NLMA 
said: “Lumber procurement by the 
Corps of Engineers is being dras- 
tically reduced from 600 million 
board feet in fiscal 1954 to about 
80 million in fiscal 1955.” Procure- 
ment by the Corps of Engineers, 
according to NLMA, actually wil! 
be increased by about 100 million 
board feet in 1955. 


December 27, 1954, AMERICAN LUMBERMAN . 








Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. 
160.00 


Flat Grain Flooring 


c 
155.00 


140.00 


165.00 160.00 
Drop Siding 


1x6 (Pat. #106) 160.00 
1x6 (Pat. #116) 160.00 


Ceiling 


155.00 
155.00 


120.00 115.00 
115.00 110.00 
Boards and shiplap and 2” (Green) 
1x6 1x8 1x10 
72.00 68.00 
56 64.00 
57.00 


aoc 


3-13-31 +) 
3-)-1-3-) 


No. 2 Dimension 


2x 4 73.00 73.00 
2x 6 72.00 75.00 
2x 8 74.00 4.00 
2x10 72.00 5.00 
2x12 72.00 2.00 


75.00 
76.00 
73.00 
73.00 
73.00 


3-9 3-3-3 


‘ 
‘ 
‘ 


No. 3 Dimension 


56.00 


4 
(Add $15.00 for dry lumber ) 





RED CEDAR SHINGLES 


Royals 
No. 1 24” 4/2 
No. 2 24” 4/2 


15.00-1 
8.5 . 
No. 3 24” 4/2 


50- 


Zerfections 

No. 1 18” 

No. 2 18” 

No. 3 18” 

XXXXX 
16” 5/3 10,75-12.00 
16” 6/% 6.50- 
16” 5/5 5.00 


oF 
‘.29 





WESTERN RED CEDAR 


Prices for Western Ked cedar siding 
in mixed cars, new bundling, 5’ to. 10’ 
are: 

Beveled Siding, %& Inch 
Clear “B" 

% by 4 inch.... \ 5. 50.00 

% by 56 inch.... 80.00 77 

% by 6 inch....115.00 

% by 8 inch....145.00 
Clear Bungalow Siding, % inch 

8 inch 175.00 170.00 

50 ROM eeneead 200-205 195.00 

12 inch 200-205 176.00 


Finish, B and Btr, $2 er 458, 
@ to af or Rough 


Celling of Flooring, B and Btr, 
3 to 10’ or Longer 
B&Btr. Cc 
125.00 
135.00 1256.00 
Discount on mouldings, 6’ to 20’ odd 
lengths. 
Series 8,000 
Listing under 4.0@—list plus 35%. 
Listing 4.00 and over—list plus 35%. 


Clear Lattice, 5/10 x 1%"—3’ to 18” 
See Mk Gentes dbecabesbevenws buses 1.50 
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WESTERN PINES 


Ponderosa Pine 
5/4 RW 
and 
“s RW 6/4 RW 8/4 RW 
60.00 265.00 270.00 


Selects 
82 or 48 
CéBtr. RL 
Shop, $28 
No. 1 No.2 
2.00 119.00 
110.00 
Commons, 82 or 48 
B&Btr. 
ix 8 RL ....110.00 
1x12 RL ....122.00 
Idaho White Pine 
Selects S82 or 48 
1x4 
C&Btr. RL .270.00 
D RL 230.00 
Commons, $2 or 48 


Sugar Pine Selects 52 or 48 
4/44RW 5/4RW 6/4 
B&Btr, RL. .265.00 
Cc RL 260.00 
D RL 230.00 
Shop, 828 


RW 
280.00 285.00 
276.00 280.00 
245.00 245.00 


No. 1 No. 2 No. 3 
152.00 122.00 80.00 
152.00 122.00 80.00 





OAK FLOORING 


Clear Pin #x2% WHxl% %x2 
White 190.09 160.00 172.00 
Red 193.00 167.00 172.00 


Sel Plain 
White 180.00 
Red 185.00 


#1 Com, 

White 163.00 

Red 166.00 
#2 Com, 

Pin. White 

& Red 105.00 75.00 85.00 
#1 Com, & 

Btr. Shorts 

1%’ 125.00 90.00 90.00 


148.00 
152.00 


162.00 
162.00 


132.00 


152.00 
135.00 152.00 





SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. Cc 
1x4 Heart ......250.00 235.00 
Flat Grain Flooring 
160.00 
165.00 
Drop Siding 
1x6 #106 
1x6 #116 
Boards & Shiplap 
1x6 1x8 1x10 


170.00 
170.00 


Neo. 1 Dimension 
17’ 14 
2x 4 $9.00 99.00 
2x 6 99.00 101.00 
2x 8 99.00 99.00 
2x10 114.60 114.09 
2x12 132.00 132.00 


No. 2 Dimension 


2x 4 94.00 95.00 
2x 6 


2x10 
2x12 


All of the above stock kiln Dense Stock. 


REDWOOD 


Clear All Heart 

Clear All Heart 

Clear All Heart 

Clear All Heart 

Clear All Heart 

Clear All Heart 

Clear All Heart 

Clear All Heart 

Clear All Heart...... x 
Clear All Heart......214.00 


rade V.G. Redwood Siding 
or %, % and & in above 


wuK? 


<<<<<<<<<< 


Powe ocnwmeawans 
QQ2QLaAARO 


tal 
~ 


: 


Note: A 
$5.00 less 
sizes. 


Ansac Siding 


1x10 V.G. Clear All Heart.......240.00 
1x12 V.G. Clear All Heart.......260.00 
Note: Deduct $15.00 for A Grade. 


Finish 


lx 4 Clear Heart S48 
ix 6 Clear Heart S48 
ix 8 Clear Heart 848 
1x10 Clear Heart S48 
1x12 Clear Heart S48 





WESTERN HEMLOCK 


Vertical Grain Flooring 


BéBtr. 
150.00 


Flat Grain Flooring 


Cc 
145.00 


130.00 
155.00 

Drop Siding 
1x6 (Pat #1)0 
1x6 (Pat. #116 


Ceiling 


Boards and Shiplap and 
2” (Dry) 
1x8 


12’ 
76.00 


No. 2 Dimension 


2x 4 68.00 68.00 
2x 6 69.00 70.00 
2x 8 71.00 71.00 
2x10 69.00 70.00 
2x12 69.00 69,00 


No. 3 Dimension BR/L Only 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 = 1x8 1x10 8 =1x12 


No. 2&Btr. 100.00 105.00 103.00 106.00 
No, 3&Btr. 69.00 71.00 76.00 71.00 


No. 1 Dimension (air dried) 
14’ 
76.00 


2x 4 70.00 
2x 6 70.00 
2x 8 72.00 
2x10 70.00 
2x12 70.00 


Mills are now grading boards N 


and 3 common. lis do not grade eut 
No. 3 dimension as in fir. 
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Wall Board Paneling 


Pre-finished wall board paneling is 
now available in two new designs. 
Scatter-Tweed, (right) is available in 
smooth and tile patterns in eight col- 
ors. Marble-Flair (left) is an actual 
reproduction of fine, selected marble. 
Also available in eight colors. All lines 
in the Wallace pre-finished paneling 
are of baked enamel gloss finish. Wal- 
lace Mfg. Co., Dept. AL, North Kansas 
City, Mo, 


For more data circle Ne. 1 on coupon, p. 56 





Molded Stone Veneer 


Available in buff or gray, pre-cast 
Mano stone veneer, dried and cured 
under rigid control conditions, is pack- 
aged 10 square feet a carton, four dif- 
ferent shades of either color in each. 
Applied at random, Mano’s color com- 
binations convert any surface to a 
natural-looking ribbon stone surface. 
Castle Stone Inc., Dept. AL, 10th & 
Spring Garden Sts., Allentown, Penna. 


For more data cirele No, 2 on coupon, p. 56 


Package Hardware Set 


A one-package hardware set for 
wood sliding door wall pockets includes 
all necessary hardware for a_ wall 
pocket door installation and instruc- 
tions on how to construct it. Lumber 
specified is of standard stock dimen- 
sion and no detail millwork is required. 
The #632 wall pocket packages are 
available for doors 2’ to 3’ widths with 
track lengths from 3'11” to 5/11”. 
Washington Steel Products, Inc., Dept. 
AL, Tacoma 2, Wash. 


For more data circle No. 3 on coupen, p. 56 
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Brass Door Knockers 


A new line of heavy forged brass 
specialty Good Luck Horseshoe door 
knockers has just been introduced and 
are available in three styles. Number 
346 is constructed of highly polished 
forged brass. Number 347 has the 
horseshoe in a black satin finish with 
brass lugs, and anvil. Number 348 is 
the same as 347 with the exception of 
chrome lugs and anvil. The knockers 
measure four by five inches. Baldwin 
Manufacturing Corp., Dept. AL, 1290 
Central Ave., Hillside, N. J. 


For more data circle No. 4 on coupen, p. 56 
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Aluminum Louvered Window 


Development of an all-aluminum 
louvered window, weather sealed at 
horizontal louver edges with flexible 
translucent vinyl strips, has been an- 
nounced. Lengths of resilient vinyl 
weather-stripping material are used 
between each six-inch glass blade. The 
aluminum head, jamb and sill also in- 
corporate vinyl weather stripping. All 
actuating hardware is concealed in the 
frame. Blades will open a full 90 de- 
grees by means of a roto-type opera- 
tor. Ralston Engineering Co., Dept. 
AL, P. O. Box 886, Belmont, Calif. 


For more data circle No. 5 on coupon, p. 56 


New Protective Coating 


CeramiSeal is a ceramic-like com- 
pound which car be applied by brush, 
spray, or trowel. It is packaged as a 
dry powder which is simply mixed with 
water. The color of the material is 
white. Cement colors or oil colors are 
easily added if a color is desired. 
CeramiSeal will not adhere to painted 
or non-porous surfaces without a coat 
of CeramiSeal Primer. No primer is 
needed for masonry, concrete, rough 
wood, fiber board and insulating ma- 
terials. Roc-O-Lite Corp., Dept. AL, 
300 W. Washington St., Chicago 6, Ill. 


For more data circle No. 6 on coupon, p. 56 
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Masonry Water Repellent 


Improvement in penetrating and 
drying qualities of H2-O-NO, silicone 
base masonry water repellent, is an- 
nounced, H2-O-NO is a colorless liquid 
that is reputed to penetrate 4” to %” 
into the outside surface and line indi- 
vidual pore walls with water repellent 
silicone. It can be applied directly from 
the container by spray or brush. Chem 
Industrial Co., Dept. AL, 3784 Ridge 
Rd., Cleveland, Ohio. 


For more data circle No. 7 on coupon, p. 56 





Window Ventilator 


A new edition of the Louver-Vent 
window ventilator features a modern 
gray finish on the metal portions of 
the ventilator, replacing a traditional 
tan color. The Louver-Vent features 
Schumacher’s exclusive Reddy-Loc, a 
positive safety fastener that also pre- 
vents ventilator rattle. Made in a wide 
range of sizes, all of which extend to 
varying widths. F. E. Schumacher Co., 
Dept. AL, Hartville, Ohio. 


For more data circle No. 8 on coupon, p. 56 





Panel Bar 


A new panel bar is manufactured 
with a metal face, in a textured stucco 
design. Individually packaged with as- 
sorted hooks and handi-shelf, which 
are finished in wrought iron. Available 
in 8” x 19”, 14” x 17”, and 17” x 19”. 
Matched sides blend into any series of 
sizes, Metaloid Co., Dept. AL, 5815 
Kinsman Rd., Cleveland 5, Ohio. 


For more data circle No. 9 on coupon, p. 56 
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801-C 
Mounting Clips 

Three new, exclusive Bull Dog de- 
signs in dust-proof mounting clips for 
mirrors have been introduced. Made 
of plastic and cast solid to eliminate 
dust pockets in back of the clips. 
Available in Teardrop No. 801-C, 
Finger Design No. 805-C for 4%” glass 
and 806-C for %” glass, Modern Clas- 
sic 807-C. Bull Dog Lock Co., Dept. 

, 4636 N. Ravenswood Ave., Chi- 
cago 40, Ill. 


For more data circle No. 10 on coupon, p. 56 


807-C 


905-C—\s" 
806.C 


Ye" 


Aluminum and Brass Lines 


An exclusive in hinge design brings 
aluminum and brass to the hinge side 
of the door with aluminum and brass 
capped hinges. The hinge has an in- 
ner frame of steel and features barrel 
covers in either aluminum or brass, 
which are slipped over the knuckle. 
Matching pulls, knobs and backplates 
are furnished. A salesmaker display 
board (DB525) features the aluminum 
line. DB526 displays convex knobs, 
DB527 displays concave knobs, both 
with pulls for the brass line. Cabinet 
Hardware Div., Stanley Works, Dept. 
AL, 111 Elm St., New Britain, Conn. 


For more data circle No. 11 on coupon, p. 56 


' 
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Recessed Doors 


Floating action, the result of sus- 
pension without overhead or floor 
tracks and rollers, is the latest con- 
cept in recessed doors offered by Dor- 
flo. The door is suspended by a scisso1 
mechanism and the hardware is an- 
chored within a vertical framework. 
The scissor mechanism feature does 
away with the necessity of an overhead 
track. Meta-Kote Corp., Dept. AL, 517 
Gardner Bldg., Toledo, Ohio. 


For more data circle No. 12 on coupen, p. 56 


Spray Enamel! Line 


Permite do-it-yourself spray enamel, 
is a new high gloss, quick drying, 
alkyd enamel packaged in spray con- 
tainers. The new line features twelve 
non-toxic colors safe for use any- 
where, according to the company. 
Permite spray ename! is available in 
gold, aluminum and clear plastic fin- 
ishes in addition to nine other colors. 
Permite Paint Div., Aluminum Indus- 
tries, Inc., Dept. S-1-AL, 2438 Beek- 
man St., Cincinnati 25, Ohio. 


For more data circle No. 13 on coupon, p. 56 


Juvenile Furniture Kit 


This do-it-yourself kit contains all 
the material necessary for making a 
juvenile table and chair set. All ply- 
wood laminated of select cabinet-grade 
hardwood facings and cores. Wrought 
iron fabricated of %” cold rolled rod, 
undercoated and finished in matte 
black enamel. Damo-kit #J 503. Damo 
Wrought Iron Co., Dept. AL, 12046 
Linwood Ave., Detroit 6, Mich. 


For more data cirele No, 14 on coupon, p. 56 


Aluminum Tension Screen 


Burns tension screens are easy to 
install. Only four brackets with six 
screws are required for installation. 
Width and height are the only two 
measurements necessary. Made en- 
tirely of aluminum, these screens will 
not rust or rot and will not sag. Burns 
Manufacturing Co., Dept. AL, Louis- 
ville, Ga. 

For more data circle No, 15 on coupon, p. 56 
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ASugan Pine From Superior Lumbar 
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New Portable Barbecue 


A new portable barbecue, “Smoky 
Joe,” is said to be the first low-priced 
barbecue having a cover, with heat 
control dampers both in the cover and 
the bottom of the bowl. The cover and 
dampers combine with a round kettle 
shape to prevent the charcoal fire from 
flaming up and also focus reflected 
heat on the food being cooked. Weber 
Bros. Metal Works, Inc., Dept. AL, 
107 N. Jefferson St., Chicago 6, Ill. 
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Translucent Structural Panels 
Resolite Corporation has announced 

the production of a translucent struc- 

tural sheet with transverse corruga- 


tions. The Resolite transverse sheet is 
currently available in the 24%” corru- 


gation in lengths up to 12 feet and 
widths up to 46 inches. It is offered in 
all standard Resolite colors. Resolite 
Corp., Dept. AL, Zelienople, Penna. 


For more data circle No. 17 on coupon, p. 56 





Combination Storm Door 


A new aluminum combination storm 
door is made of a special alloy, heat- 
treated for toughness and long wear. 
Manufacturer claims that it is never 
necessary to paint this door and it will 
stay beautiful and serviceable for the 
life of any house. Both panels can be 
quickly changed from screen to glass, 
or from glass to screen. Buckeye storm 
and screen doors come complete with 
durable hardware, push-grille and a 
pneumatic door closer. Buckeye Screen 
and Weatherstrip Co., Dept. AL, 1378 
8S. 22nd St., Columbus 6, Ohio. 
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Steel Range Hoods 

This new range hood may be in- 
stalled with or without an exhaust 
fan. Cordion Hoods meet a demand 
where range hoods are not made lo- 
cally. Cordion Hoods are made of the 
best grade stainless steel and will be 


brought out soon in copper finish. 
Length expands from 30” to 50”. 
Depth can be 12%” or 13”. Metal 
Units Co., Inc., Dept. AL, 103 Park 
Ave., New York, N. Y. 
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Hand Operated Stapler 
Light in weight, this one-hand op- 
erated stapler shoots a heavy staple 
with each squeeze of the trigger, 
fastening cables or tubes securely to 
many types of building materials. The 
Heller automatic cable stapler loads 
heavy wire staples in many lengths up 
to %” long. Heller Co., Dept. AL, 
2149-H Superior Ave., Cleveland 14, 
Ohio. 
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McCloud Lumber Co. 


Executive Office 


900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Belling the Products of 
The McCloud River Lumber Co, 


McCloud, Calif. 
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ONDEROSA PINE 








@ more than 90 branch claim offices 
coast to coast and in Canada. 


Substential dividends have been returned to 
policyholders since organization in 1912. 


in the service of 


LUMBERMEN 


@ Specialists in protection for 
the lumber industry. 


@ professional safety engineers 








Lumbermens = 4 GUL) iY 


Operating in New York state as 
(American) Lumbermens Mutual Casualty Company of lilinois 
James $. Kemper, chairman 





H. G. Kemper, president 
Chicago 40 
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WHAT'S YOUR ANSWER? 


Currently, sales training ranks as one of the five most important 
topics to dealers, according to the American Lumberman’s continu- 
ing survey. Here is one sales training method you can use: 

At your regular sales meetings, ask your sales and management 
personnel the questions that appear in this quiz on the contents of 
the American Lumberman. You’ll be amazed at the amount of solid 
sales thinking the quiz will generate. 
ape 7 Dealers all over the nation report success in utilizing the quiz as 
Siding Track & Upper Guide part of their continuing sales training program. 

A... eee Sapes fee seaeen ot 1. Who makes mountain grown Lockwood tempered oak flooring? 


truded aluminum. The No. 200 is avail- ‘ r P P Pat 
able in four, five and six foot lengths 2. Why must dealers think in terms of designing different types of 


and drilled at six inch intervals for corn cribs for their farmer customers? 
14” No. 3 flat head screws. E-Z Glide 
fiber track for sliding doors, drawers 
and sash has no moving parts. Tracks 


and shoes are rust-proof as well as . 
corrosion-proof. Engineered Products 4. How much does the Johnson-Campbell Lumber Co. earn each 


Co., Dept. AL, 129 Smith St., Flint, month from tool rentals? 
Mich. 
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3. What lumber manufacturer uses this slogan in its advertise- 
ment—“To skip the gamble of lumber anonymous?” 


5. Roller conveyors are pictured in an ad by what firm? 


6. Self-service effectively sells what three lines for the Badger 
te Lumber Co.? 
New Plastic Tile Colors 

Five new marbelized colors for the 


king-size Carra-Plas line of plastic 8 What dominant atmosphere is achieved in the new store of 


wall tiles are announced. The five » 
colors are bisque, gray, olympic blue, Joseph N. Klaff, Inc.? 


charcoal and sunset yellow. They fea- 
ture the new monochromatic marbel- 
ization. Cermak Tile ( Ony Inc., Dept. 10. Who soid 2,017 power mowers in four days in the winter? 
AL, 4901 Brookpark Rd., Cleveland 29, 
Ohio. 
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7. What is the cost of the Lumberman’s Actuary? 











9. Who makes Matico parquetry tile flooring? 


Answers on page 49. 
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GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA CONVEY iy poe 


Mfrs. (PINUS FOR FASTER LOWER COST HANDLING 
ta WHITE P| STROBUS) ' 
Also some Norway and Spruce 
AIR-SEASONED — WATER-CURED 
Rough or Dressed 


Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 
Established 1842 a Member N.A.W.L. 











Move flooring, laths, dlnting | any belldiag ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 
No. AL-124. 


Distributors of West Coast 


STANDARD CONVEYOR CO. 
Coniferous Tree Products oe General Offices: 
j North $t. Pavi, Minnesota 


P.O.BOX 385, TOWN & COUNTRY STATION Sales and Service in RAVITY & POWER 
SACRAMENTO. CALIFORNIA a & bear te: CONVEYORS 
“TWX SC270 —- PHONE [Vanhoe 9-3651 | 5 
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Ventilating Wood Awning 


A ventilating wood awning that is 
assembled and installed by the home 
owner is available now to dealers. This 
new awning, called Easy-Awn, is sup- 
plied in any size. Design includes units 
for both window and door canopy in- 
stallations. The Easy-Awn is simple 
in construction and consists of two 
wooden side pieces, metal brackets for 
mounting, five pieces of standard bevel 
siding, patented spring clips for hold- 
ing the siding in place and a face 
moulding. Hough Shade Corp., Dept. 
AL, Janesville, Wis. 


For more data circle No. 22 on coupon, p. 56 
Pp V 


Non-Mortise Hinge 


A new non-mortise hinge is now 
available for hanging wood residential 
doors up to 1%” thick. The hinge is 
made of heavy gauge wrought steel. 
The leaves of the hinge, when closed, 
telescope into a single thickness of 
metal. Available in the 3%” size in 
three finishes: dull brass plated, nickel 
plated, and bonderized prime coat. 
McKinney Mfg. Co., Dept. AL, 1715 
Liverpool St., Pittsburgh 33, Penna. 
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Safety Door Stop 


Flexi, the flexible safety door stop, 
comes in three different forms: brass, 
chrome and copper. This tempered 
steel spring shaft is_rigid enough to 
stop doors when bumped head-on and 
yet flexible enough to give to the 
slightest touch of a vacuum cleaner, 
broom or human foot, thus preventing 
injuries and damage. Hennelly Asso- 
ciates, Inc., Dept. AL, 843 Traction 
Ave., Los Angeles 13, Calif. 


For more data circle No, 25 on coupon, p. 56 
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Trim Rosettes 


The addition of three individually 
styled trim rosettes for use with 
Kwikset “400” line locksets, has been 
announced. The round, square and star 
shaped rosettes are available in all 
popular finishes. The 542” trim rosettes 
can be installed with the use of Kwik- 
set’s five-inch backset latch. The star 
shaped rosette is made of cast brass; 
all other models are of wrought brass. 
Kwikset Locks, Inc., Dept. AL, Ana- 
heim, Calif. 
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Reversible Cabinet Doors 


A new method of finishing and ship- 
ping one door wall-hung kitchen cabi- 
nets that eliminates double inventory 
was recently announced. The I-XL 
wall cabinets are reversible and can be 
hung with hinges on either side. Han- 
dle hardware is shipped unattached. 
These new wall cabinets are available 
as standard equipment in I-XL’s de 
luxe Birch-Lure or Enamalure lines. 
I-XL Furniture Co., Dept. RR-AL, 
Goshen, Ind. 

For more data circle No. 27 on coupon, p. 56 
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Superfine Wet Sandpapers 


Two new super-tough, very fine 
waterproof sandpapers have been in- 
troduced. Developed especially for the 
wet sanding of lacquer finish coats, 
the new silicon carbide grain papers 
are additions to the Tufbak series. 
Behr-Manning claims an outstanding 
uniformity of grain for such fine 
grades of coated abrasives. The new 
500-A and 600-A grits are available in 
sheets. Behr-Manning Corp., Dept. 
AL, Troy, N. Y 
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Exterior Coatings 


Chemically stabilized exterior coat- 
ings have been announced by the Joe 
Taylor Company. By chemical action, 
the stabilizing ingredients are said to 
heal surface ruptures in paint, pre- 
venting weather from penetrating the 


December 


\> 


surface film. Under the label “Taylor- 
Made,” three of the new stabilized 
coatings for wood surfaces are now 
being distributed: transparent clear, 
translucent clear, redwood stain. Bene- 
ficial Chemical Products, Inc., Dept. 
AL, 4340 York Blvd., Los Angeles 41, 
Calif. 
For more data circle No. 29 on coupon, p. 56 





Steel Garage Doors 

A new steel garage door is made of 
24-gauge steel, factory zinc-coated, 
Bonderite treated and prime-painted, 
ready for finish coat of paint. The 
18-gauge primed vertical side and cen- 
ter reinforcing channel are zinc-coated 
and Bonderite treated. All joints are 
welded. All hardware is Stanley hard- 
ware, and the door, manufactured and 
sold by Southern States Iron Roofing 
Co., carries the Stanley name. South- 
ern States Iron Roofing Co., Dept. AL, 
Savannah, Ga. 
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New Puttyless Windows 

Donley Brothers have announced the 
addition of an improved no-putty type 
window to their standard line. These 
new windows include a new type clip 
centered at the bottom of each pane. 
A tight joint is maintained between 
the glass and the sash member by 
means of a felt gasketing. In instal- 
lation, five clips with projecting lugs 
engage the inclined slots in the sash 
member, two on each side of the pane 
and one clip centered at the bottom 
edge of each pane. Donley Brothers 
Co., Dept. AL, 13970 Miles Ave., Cleve- 
land 2, Ohio. 
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Mew Cleaner Product 

Bric-Kleen, a new product in powder 
form which cleans excess mortar from 
masonry surfaces, neutralizes alkali 
in concrete, removes water scale from 
pipes and performs other functions of 
muriatic acid, is being produced by the 
Garman Co., Inc. It is available in 12 
ounce and 3% pound cans for home 
use and 50 pound bulk lots for indus- 
trial use. Garman Co., Inc., Dept. AL, 
St. Louis 23, Mo. 
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Fin Trim and Nailing Fin 

A Fin Trim and Nailing Fin for the 
Best-Vent double-hung window makes 
installation easier. With this Fin 
Trim and Nailing Fin, the builder can 
fit any through-wall thickness of wood 
frame construction, claims the manu- 
facturer. The Fin Trim contains a 
simple, but positive method of accept- 
ing the nailing fin. The nailing fins 
are inserted into the grooves on the 
Fin Trim. Per-Fit Products Corp., 
Dept. AL, 1200 East 52nd St., Indian- 
apolis, Ind. fit 
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Basement Butler 
A device to catch clothes discharged 
from a laundry chute has been intro- 


duced. Made in sport denims and nov- 
elty twills, with a reinforced alumi- The new 
num zipper across the bottom for un- with a fleece 


loading, the Basement Butler is in 
stalled with four hooks attached to 
the basement ceiling. It will hold four 
bushels of soiled laundry. Fornell 


wilt, claims 


Manufacturing Co., Dept. AL, 5837 
Irving Ave. South, Minneapolis 19, 
Minn. mington, Del. 
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Abrasive Cloth Discs 

New cloth abrasive discs which ad- 
rubber 
now being marketed. The discs, which 
range in size from 1” to 10” in diam- 
are made from 
and coated with a pressure-sensitive 
locks 
on the rubber holders. 
the work surface. 
AL, 1588 N. Milwaukee 
Ave., Chicago 22, IIl. 
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All-Purpose Paint Rolier 


all-purpose 
covering of 
Dacron polyester fiber will not mat or 
the manufacturer. 
roller of Dacron is held in position by 
plastic snap-on end caps of Zytel nylon 
resin. E, 1, Du Pont De Nemours & Co., 
Public Relations Dept., Dept. AL, Wil- 
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What's Your Answer? 
Solution to 
questions on page 47 


1. The Cloud Oak Flooring Co., 
whose ad appears on page 12. 

2. More and more, corn is being 
stored shelled rather than on the husk. 
For details on changes in farm build- 
ing merchandising, see the article on 
page 18. 

3. Fordyce Lumber Co. ad is on 
page 17. 

4. $300. The article on this dealers’ 
interesting rental procedure is on 
page 47. 

6. Housewares, electrical supplies 
and plumbing fixtures. The story on 
how self-service displays helps sell 
these lines is on page 21. 

7. $16.50. The advertisement on the 
new, revised Actuary is on page 57. 

8. The atmosphere of a home. The 
full details on this unusual store of 
ideas, which was planned by a Broad- 
way set designer, are in the article 
on page 23. 

9. The Mastic Tile Corporation of 
America. The ad is on the back cover. 

10. The Mohawk Lumber Co., De- 
troit, Mich. Don’t miss reading how 
this dealer utilizes proven techniques 
to move more merchandise. It starts 
on page 26. 


What's Your Score? 


9 to 10 correct: Excellent! 
8 or 9: Good. 5 or 6: Fair. 
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WAY TO MORE 


STOCK FLOORING SALES 
ND GRADE flooring. Diamond Hard ‘Excellent 2nd’’ 
Hard Maple flooring not only has the rugged strength 
of ist grade and a beauty of its own, it costs much 
less and con reploce ist grade in many home and 
commercial uses 
STOCK 


RD GRADE flooring. Diamond Hard ‘'Thrifty 3rd’’ Maple 


flooring saves your customers up to 50%—a real price 
Recommend it for lower cost homes, summer 
it will poy 


leader! 
cottages, in closets, kitchens, bedrooms 
you to send for details today. 
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J. W. WELLS LUMBER CO. 


Phone 3633 - 6400 @ MENOMINEE, MICH 




















SMPOTH EFFORT 
CUTTING 
STEPS UP PRODUCTION , 


. 
THE TANNEWITZ 
WORKS) Grond Rapids, Mich 


Telephone Gl 6-1729 


IT'S A PLEASURE TO OPERATE A TANNEWITZ HIGH SPEED BAND SAW 
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Wake your scrap lumber 














PICKET 
CUTTER 


Turn those odds and ends, of lumber into pickets— 
and profits! The Schubert Picket Maker points 200 
to 250 pickets per hour . . . smooth finish . . . ad- 
justable for width. Light-weight and portable (38 
lbs.), yet rugged and durable for years of service. 
Anyone can operate . . . prompt delivery. 


Write Us For Complete Infermation! 












H. A. SCHUBERT CO. 


12 2 Was j Ave . 
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Packaged Fittings and Clamps 


Packaged fittings and packaged 
clamps are now being offered for plas- 
tic pipe installations. Three different 
cartons were designed for this new 
packaging program. One carton is for 

‘ardley plastic fittings. Two separate 
cartons were designed for the clamps, 
so that the user can see from the box 
whether the clamps are stainless steel 
bands or plated saddle clamps. Yard- 
ley Plastics Co., Dept. AL, Parsons & 
Town Sts., Columbus, Ohio. 
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Counter Demonstrator 

The new Har-Vey rolling door hard- 
ware counter demonstrator lets the 
buyer see how both top-mounted and 
side-mounted Har-Vey hangers are 
installed and how they operate. Fea- 
tured also is the aluminum Facia Strip, 
the new Har-Vey door bumper and 
door guides, as well as a sample of the 
aluminum guide strips. American 
Screen Products Co., Dept. AL, 807 
N.W, 20th St., Miami, Fla. 
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Garden Tool Merchandiser 

A new self-service garden tool mer- 
chandiser is said to be a completely 
self-contained unit, mobile in charac- 
ter and possessed of the ability to 
stimulate sales. All tools are pre- 
priced. The unit is on wheels. The 
Smithy is a moving one, operating for 
several months on a flash light battery. 
The unit is shipped, freight prepaid. 
Village Blacksmith Co., Dept. AL, 
Watertown, Wis. 


For more data circle No, 39 on coupon, p, 56 
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Asbestos Siding Rack 

To help dealers, the Philip Carey 
Mfg. Company is offering a wire dis- 
play rack for Ceramo, the asbestos 
siding with the permanent, washable 
ceramic glazed surface. This rack can 
be used as a window display or counter 
display. Philip Carey Mfg. Company, 
Department CS-10-AL, Cincinntai 15, 
Ohio. 
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Floor Care Department 

The redesigned Bruce Salesmaker 
occupies only two square feet of floor 
space. The new receding shelf design 
affords wide-angle visibility. Con- 
structed of sturdy, light-weight gal- 
vanized spring steel wire. E. L. Bruce 
Co., Dept. AL, Memphis 1, Tenn. 
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Pick-Up Tool 

Featuring a push-botton handle that 
opens and closes a strong steel claw 
at the end of a 24” flexible steel cable, 
the Magic Hand is ideal for picking up 
objects. The Magic Hand is conven- 
iently packaged for rack, bin, counter 
or shelf display. Superior Screw & 
Mfg. Co., Inc., Dept. AL, 1227 W. Hen- 
derson St., Chicago 18, Il. 
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Advertising Mat Service 

An advertising mat service has been 
developed for plastic wall tile dealers 
by Tilemaster Corporation. The mats, 
which are free, vary in size from one 
column by four inches to three column 
by ten inches and are designed to 
utilize all of the basic consumer ap- 
peals for wall tile. Every advertise- 
ment features the Good Housekeeping 
magazine seal of approval. Tilemaster 
Corp., Dept. AL, 1415-21 W. Diversey 
Parkway, Chicago 14, III. 


For more data circle No. 43 on coupon, p. 56 


De r mibe r 27 


Clamp Display and Assortment 


The display and assortment unit 
features a display board, with five 
types of clamps mounted on it in pil- 
fer-proof fashion. An assortment of 
the most popular sizes of clamps is 
included—catalogs and other sales- 
helps are furnished as part of the 
package. The display board includes a 
Jorgensen hinged clamp. The only 
cost is that of the clamps themselves, 
at regular prices. Adjustable Clamp 
Co., Dept. AL, 417 N. Ashland Ave., 
Chicago 22, Ill. 
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Space Saver Package 
This new Spasaver package contains 
one 16” x 18” x %” perforated Tem- 


pered Masonite Duolux panel. Panel 
is unpainted. Packed individually in a 
polyethylene envelope with 10 assorted 
hooks and mounting hardware. Hook- 
rite Products Corp., Dept. AL, 49 Em- 
pire St., Newark, N. J. 
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Starter Cord Display 

A new nylon starter cord and a re- 
usable pouch-pack are available. Puri- 
tan’s braided Nylon starter cord comes 
packed twelve packages to a carton, 
which converts quickly into a counter 
display with circle for price. Puritan 
Cordage Mills, Dept. AL, Louisville, 
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Hydraulic Hoisting Equipment 


The American Econmobile is a me- 
dium priced hydraulic hoisting pack- 
age unit complete with industrial trac- 
tor. Equipped with pallet fork, the 
Econmobile hoists up to 2,500 pounds 
of brick, block, mortar or other mate- 
rials in excess of 17 feet in the air. 
Other available attachments are an 
aggregate bucket, a chain boom, a 
clean-up fork, a work platform and 
hydraulic tower. American Road 
Equipment Co., Dept. AL, 2319 N. 
18th, Omaha, Neb. 
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Electromagnetic Hammer Drill 

This new electromagnetic hammer 
drill, Model 27-RO, is designed to 
speed up quantity hole drilling in con- 
crete and masonry. In addition to the 
power required for such work, the 
hammer drill features automatic rota- 
tion of the drill bit. Syntron Co., Dept. 
AL, Homer City, Penna. 
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Single Spindle Shaper 

A new, ball bearing, four-speed 
Single Spindle Shaper, Model No. 952, 
offers spindle speeds up 8,200 rpm and 
is said to offer versatility in a wide 
range of woodworking operations. A 
two-speed fan-cooled, enclosed ball 
bearing motor is used for driving the 
spindle. J. H. Fay & Egan Co., Dept. 
AL, Cincinnati 2, Ohio. 
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Mobile Saw 


A newly designed mobile saw is 
here shown felling a large tree on a 
16,000-acre land-clearing project near 
Texarkana, Texas. The unit, designed 
by R. G. Le Tourneau, Inc., of Long- 
view, Texas, is electrically operated. 
It produces its own current by means 
of an A.C. generator driven by a Gen- 
eral Motors series 71 diesel engine. 
Detroit Diesel Engine Div., General 
Motors Corp., Dept. AL, 13400 W. 
Outer Drive, Detroit 28, Mich. 
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Magnesium Roller Conveyor 

A new, portable roller conveyor is 
constructed entirely of magnesium 
and, according to the manufacturer, 
weighs from 15- to 40% less than com- 
parable equipment of similar size and 
capacity. Suitable for permanent in- 
stallation or for portable use, the 
conveyor is available in two capacities: 
500 pound and 900 pound. Magline 
Inc., Dept. AL, Pinconning, Mich. 
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Industrial Tractor 

The Dynamotive Model GLT com- 
bines the low maintenance costs, per- 
formance and long life of straight 
electric tractors with the constant 
power sources of a gasoline engine, 
according to Automatic. The Dyna- 
motive GLT tractor has an overall 
length of 78%” without coupler and 
a 50” wheelbase. Automatic Trans- 
portation Co., Dept. AL, 149 W. 87th 
St., Chicago 20, Il. 
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New Power Edger 

A new Power Edger does its cutting 
and trimming with flexible highspeed 
wires. There are no blades to break 
or replace, and replacing a wire of the 
new unit is said to cost less than 
sharpening a blade on older units. 
Power comes from a four-cycle gaso- 
line engine, with an automatic rewind 
starter. Buch Manufacturing Co., Dept. 


AL, Elizabethtown, Penna. 
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Metal Strapping Tool 


A self-contained, new type of strap- 
ping tool called the Royal “HL” Strap- 
per is claimed to make metal strap as 
workable as a rubber band. It is com- 
pact and light-weight (weighs 2% 
pounds). Self-contained to tighten and 
cut ferrous and non-ferrous metal 
strap, the Strapper forms its own 
clamp with such metal strap as alumi- 
num, copper, brass, monel, regular, 
galvanized, and stainless steel. Inde- 
pendent Metal Strap Co., Inc., Dept. 
AL, 230 Third St., Brooklyn 15, N. Y. 
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Redesigned Jointer 

An improved version cf the Delta 
eight-inch Jointer features: an im- 
proved fence with by ed posi- 
tive stop at zero and 45 degrees right 
and left and improved table-elevating 
mechanism featuring six-inch cast iron 
hand wheels. The redesigned model, 
like the earlier one, has a five-foot bed, 
Delta Power Tool Div., Rockwell Man- 
ufacturing Co., Dept. AL, 440 N. Lex- 
ington Ave., Pittsburgh 8, Penna. 
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How to refinish your floors is the 
ixth in a current series of how-to-do- 
it folders. The floor sanding folder 
gives step-by-step procedure for mak- 
ing old floors look like new and for 
keeping new floors bright; makes rec 
ommendations for handling floor sand- 
ing equipment and lists all materials 
necessary to do the job. Advertising 
Dept., Minnesota Mining and Manu 
facturing Co., Dept. AL, 900 Fauquier 
‘t., St. Paul 6, Minn. 


For more data circle Neo. 56 on coupon, p. 56 


Translucent fiberglas panels are the 
subject of three folders available to 
dealers. One is a general folder cov- 
ering the entire Alsynite line which 
includes flat panels and 11 corruga- 
tions in 20 standard colors. A special 
folder contains instructions on how to 
construct an Alsynite patio roof. The 
third folder was designed especially 
for informational use at home shows 
and other public displays. Alsynite 
Company of America, Dept. AL, 4654 
De Soto St., San Diego 9, Calif. 


For more data circle No. 57 on coupon, p. 56 


Four types of doors for use in com 
mercial buildings are described in a 
new four-page catalog Fenestra Hol- 
low Metal Swing Door Units. The 
units (doors, frames and hardware) in- 
clude flush type swing doors, panel 
type swing doors, entrance doors, and 
Underwriters’ flush and panel doors. 
Detroit Steel Products Co., Dept. AL, 
3103 Griffin St., Detroit 11, Mich. 


For more data cirele No. 58 on coupon, p. 56 


Shower enclosures are featured in a 
comic book type installation instruc- 
tions folder (N-180) describing the 
Permalume Double-Rollaway tub en- 
closure. One of these new installation 
instructions goes out with each 
Double-Rollaway shipped, as part of 
the kit. Shower Door Company of 
America, Dept. AL, Atlanta, Ga. 


For more data circle No. 59 on coupon, p. 56 


\ new non-mortise hinge is de- 
scribed and illustrated in an envelope- 
stuffer sized folder. The literature 
tells of the new hinge being screwed 
on the surface of the edge of the door 
and the edge of the jamb, requiring 
only a screwdriver, doing away with 
the need for chiseling and cutting. No. 
5017HR, McKinney Manufacturing Co., 
Dept. AL, 1715 Liverpool St., Pitts- 
burgh 33, Penna 


For more data circle No, 60 on enupen, p. 56 


Designs for Better Floors, is a new 
brochure that visualizes popular de- 
signs employing two colors and de- 
signs employing three colors. The 
brochure also contains a color chart 
of the 15 marbelized colors of J-M 
Terraflex vinyl! floor tile used in devel- 
oping the various designs. 10¢ per 
copy. Johns-Manville, Dept. AL, 22 
East 40th St., New York 16, N. Y. 


For more data circle Ne, 61 on coupon, p. 56 
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A light weight, portable Scaffold 
Jack is a free standing, easily erected 
and adjusted support for scaffold 
planks. The dual purpose head, an 
exclusive feature of the Waco Scaffold 
Jack, permits use of either planks or 
stringers. Descriptive literature in 
form SJ-1754. Waco Manufacturing 
Co., Dept. AL, Information Office, 
3555 Wooddale Ave., Minneapolis, 
Minn. 


For more data circle No. 62 on coupon, p. 56 


A Sales and Service Manual de- 
scribes every type of gasoline-pow- 
ered chain saw available and explains 
how each is best operated. It provides 
ready reference to service advice on 
any Mall gasoline-powered product 
(chain saws, trowels, vibrators, gen- 
erators, etc.) and lists prices and dis- 
counts-to-dealers on all parts. Mall 
Tool Co., Dept. AL, 7740 S. Chicago 
Ave., Chicago 19, Ill. 


For more data circle No. 63 on coupon, p. 56 


Yale gasoline, diesel and LPG in- 
dustrial lift trucks in capacities rang- 
ing from 1,000 to 10,000 pounds are 
described in a bulletin (5101C). At- 
tachments for handling a variety of 
different types of loads are also pic- 
tured and described. Yale Materials 
Handling Div., Yale & Towne Mfg. 
Co., Dept. AL, 11000 Roosevelt Blvd., 
Philadelphia 15, Penna. 


For more data circle No, 64 on coupon, p. 56 


A Sales Presentation Book explains 
why profits don’t just happen, but 
must be planned. It points out how a 
dealer, by trading up to quality mer- 
chandise lines, achieves the same ef- 
fect as if the amount of floor space 
in the store were increased. Con- 
sumer advertising creates the basic 
desire and pre-sells the consumer on 
quality flooring. Flooring Sales, Good- 
year Tire & Rubber Co., Dept. AL, 
Akron 16, Ohio. 


For more data circle No, 65 on coupon, p. 56 


Hand trucks that feature lightness, 
all-bolted construction and choice of 
models and accessories, are stressed 
in a MAGCOA magnesium hand 
trucks catalog-bulletin. Actual photo- 
graphs are used to show design, con- 
struction features and on-the-job ap- 
plications of the recently redesigned 
hand truck line. Magnesium Company 
of America, Materials Handling Div., 
Dept. AL, East Chicago 19, Ind. 


For more data circle No, 66 on coupon, p. 56 


The Power Shop Fne consists of 
four models of radial arm type multi- 
purpose woodworking machines, rang- 
ing in horsepower from % to 1%. A 
new free booklet describes the various 
uses of the machines. While basically 
the Power Shop machines are a spe- 
cialized design of circular saw, they 
are quickly and easily converted for 
most other woodworking operations. 
De Walt Inc., Subsidiary—American 
Machine & Foundry Co., Dept. AL, 
Lancaster, Penna. 


For more data circle Ne. 67 on coupon, p. 56 


December 


installation details and specifications 
for Ceramiduct, newest clay product 
for perimeter and radial underfloor 
slab heating duct systems, are the 
feature of a bulletin. Ceramiduct, 
manufactured in 6-, 8-, 10- and 12-inch 
diameters of vitrified clay, is the new, 
low-cost duct material that resists 
thermal shock and heat. Straitsville 
Brick Co., Dept. AL, New Straitsville, 
Ohio. 


For more data circle No. 68 on coupon, p. 56 


A new lift truck, the Hyster RC-150 
Model, 15,000-pound capacity, is de- 
scribed in a brochure. In-action photo- 
graphs, descriptive data and specifi- 
cations on the model are given. The 
RC-150 incorporates latest engineer- 
ing and design features and because 
of balanced design and larger tires is 
said to be an excellent mudder. Form 
1287B. Hyster Company, Dept. AL, 
Portland 8, Ore. 


For more data circle No. 69 on coupon, p. 56 


The newest Packard bathroom cabi- 
nets and the Winfield fluorescent fix- 
ture lines are now cataloged. In addi- 
tion to illustrating 13 different types 
of bathroom cabinets, the catalog con- 
tains complete specifications as to 
mirror size, wall openings, and types 
of fluorescent lighting built into each 
model. Winton Manufacturing Co., 
Dept. AL, 3354 N. Crawford Ave., 
Chicago 41, Ill. 


For more data circle No. 70 on coupon, p. 56 


Useful Attachments for Payloader 
Tractor Shovels is the name of a new 
piece of literature. Included are six- 
teen attachments that are available to 
adapt these versatile tractor-shovels 
to many tasks in addition to bulk ma- 
terials handling and earth-moving. 
Frank G. Hough Co., Dept. AL, 972 
Seventh St., Libertyville, Ill. 


For more data circle No. 71 on coupon, p. 56 


Floor Patching is the subject of a 
circular which describes Duropax in- 
stant floor patch. Product features 
listed include stable, freeze-proof 
storage qualities, and non-shrinking, 
age-strengthening characteristics. 
Tile-Tite Corp., Dept. AL, Box 395, 
Station D, Cleveland, Ohio. 


For more data circle No. 72 on coupon, p. 56 


Specific suggestions on where to 
look for concealed problems in busi- 
ness operation and management are 
contained in a booklet prepared by the 
makers of P-A-X, private internal 
telephone systems. Titled, Just as the 
Doctor Looks Inside, it analyzes the 
problems of intra-office telephone 
communications. Automatic Electric 
Sales Corp., Dept. AL, 1033 W. Van 
Buren St., Chicago 7, Ill. 

For more data circle No. 73 on coupon, p. 56 

The complete clipper line is de- 
scribed in a new brochure. Included 
are specifications and dimensions, plus 
a general description of operating 
parts and construction features on 
heavy, medium and light duty clippers. 
Brochure C-54. Merritt Solem, Div. 
of Solem Machine Co., 118 S. Niagara 
St., Lockport, N. 


For more data circle No. 74 on coupon, p. 56 


1954, AMERICAN LUMBERMAN & 








The basic requirements of a good 
translucent building panel are outlined 
in a book entitled: What To Look For 
In A Good Translucent Building Panel. 
The folder outlines important stand- 
ards for specifying and purchasing 
good translucent panels. It sets down 
point by point recommendations for 
distinguishing good panels from in- 
ferior panels. Corrulux Div., Libbey, 
Owens, Ford Glass Co., Dept, AL-991, 
P.O. Box 20026, Houston, Texas. 


For more data circle No. 75 on coupon, p. 56 


The garage door has definitely be- 
come a design factor on the front of 
the modern home. Examples of har- 
mony between the garage door and 
home are presented in a new Idea 
Book. The book contains photos of 
well-planned Barcol Overdoor installa- 
tions. Each design represented has 
been achieved through the use of one 
or more stock Barcol decorative de- 
vices. Barber-Colman Co., Dept. AL, 
901 Clifford Ave., Rockford, Ill. 


For more data circle No. 76 on coupon, p. 56 


Storage and material handling 
equipment new products are described 
in catalog H 4. Many new items have 
been added to the Franklin standard 
line of steel shelving, cabinets, bins, 
trucks, stools and other storage and 
maintenance equipment. Complete en- 
gineering layout assistance is offered 
without obligation. Bernard Franklin 
Co., Inc., Dept. 11-2-AL, Bath and 
Hedley Sts., Philadelphia 37, Penna. 


For more data circle No. 77 on coupen, p. 56 


Good Lighting is Good Business, is 
the title of a new book on office light- 
ing, issued by Sylvania. Written by 
two Sylvania lighting engineers with 
extensive experience in this field, the 
booklet is a factual treatise covering 
the economics and mechanics of good 
office lighting. Public Relations Dept., 
Sylvania Electric Products Co., Dept. 
AL, 1740 Broadway, New York 19, 
N. Y. 


For more data circle No. 78 on coupon, p. 56 


The use of straddle carriers with 
specific examples and an analysis of 
the implications contained in the trend 
toward straddle carriers are treated 
in a booklet just issued. Titled, The 
One-Truck Fleet, the booklet uses the 
Ross Carrier case-history approach 
documented by on-the-job photo- 
graphs. Industrial Truck Div., Clark 
Equipment Co., Dept. AL, Battle 
Creek, Mich. 


For more data circle No. 79 on coupon, p. 56 


The low cost weatherstripped steel 
frames for sliding glass doorwalls in 
the new Gardena series are featured 
in a catalog. Details are separated 
into seven basic sections: sill, head, 
closing jamb, interlocking maullion, 
fixed jamb, interlocking closing mul- 
lion and center closing stile. Steelbilt, 
Inc., Dept. AL, 18001 S. Figueroa, Gar- 
dena, Calif. 


For more data circle No. 80 on coupon, p. 56 


Daycor fiberglass panels are the 
subject of a brochure. The brochure 
illustrates the many uses for Daycor. 
It also describes photographically how 
easy Daycor is to install. Strick Plas- 
tices Co., Dept. AL, Whitaker and 
Godfrey Aves., Philadelphia 24, Penna. 


For more data circle No. 81 on coupon, p. 56 
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Waiting Easy 
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‘tees 


In this California Yard 


This comfortable customer-wait- 
ing patio is proving popular in the 
yard of the Tarzana (Calif.) Lum- 
ber Co. The rustic, bamboo en- 
closure is complete with wicker 
chairs, magazines, a radio and a 
soft-drinks machine. 


The sign over the entrance, “cus- 
tomer service area,” leaves no 
doubt in customers’ minds about 
where they must go for service in 
the yard. The rear wall of the 
patio shows off samples of the 
firm’s “big ten” in hardwoods. 





Eight Plywood Products for Archi- 
tects and Builders is the title of a new 
folder. Illustrated and described are 
standard fir plywood, construction ply- 
wood (interior and exterior) and six 
decorative plywoods including Sea 
Swirl, and veneer faced plywood in 
Birch, Philippine Mahogany and 
Knotty Pine. Associated Plywood 
Mills, Inc., Dept. AL, Box 672, Eugene, 
Ore. 

Pee more data circle No. 82 on coupon, p. 56 


A Vinyl-Cork tile and Standard 
Cork tile catalog has just been re- 
leased. Design data, installation in- 


structions and information on care 


and maintenance are included as well 
as charts illustrating available pat- 
terns and colors of Dodge Vinyl-Cork 
Tile. Request Catalog No. 55. Dodge 
Cork Co., Ine., Dept. AL, Lancaster, 
Penna. 

For more data circle No. 83 on coupon, p. 56 


Cut charge account billing costs 
through Remington Rand’s Cycle Bill- 
ing procedures, Cycle Billing—a sim- 
ple, direct, complete and _ efficient 
method of handling customer charge 
accounts—is completely detailed in 
the new foider, KD-759—“Cycle Bill- 
ing—Visible and Vertical.” Reming- 
ton Rand Inc., Dept. AL, 315 Fourth 
Ave., New York 10, N. Y. 


For more data circle No. 84 on coupon, p. 56 








More Dealers Than Ever 
Are Now Reading 
American Lumberman 











Vertical Storage Racks 
Protect Hardwood Molding 


Vertical storage racks protect 
hardwood moldings and allow 
easier selection at the Tarzana 
(Calif.) Lumber Co. The frames 
of the racks, made of 2x4s, are 
shaped like an elongated pyramid. 
Holes drilled at intervals in the 
frame hold 1%” dowels which 
serve as side supports. 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 





Rates. 


1 Ttime —20¢ per word for each insertion. 
Minimum charge of $1.00 per line. 

3 Times — l5c per word for each consecutive 
insertion. Minimum charge of 75¢ 
per iine. 

Add $1.50 per insertion for blind ads bearing 

box number. 


No agency commission or 


allowed. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of publi- 


cash discount 


cation. Advertisments are set in uniform 
point styie No cuts or special borders 
allowed. 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 

hen answering box b or iling copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 








HELP WANTED 





Wanted reliable, competent manager for old 
established yard at Salina, Kansas. Will con- 
sider selling part interest. Contact owner — 
Salina, Kansas — Box 327 


Sales Manager needed for retail lumber end 
builders supply business which has this year 
celebrated its 40th wnt oy! and is moving 
into a. new modern buildin eadquarters on 
super highway in Central Michigan. This will 
be a eee position for family man between 25 
and years of age. Must have experience in 
retail lumber business. If you are interested, 
write us and give your qualifications. 


MT. PLEASANT LUMBER COMPANY 
MT. PLEASANT, MICHIGAN 


MILLWORK ESTIMATOR — Wanted first class 
estimator capable of figuring special and de- 
tailed millwork. Man with ability to do layout 
work and with CBA training preferred. Address 
Box Z-38, American Lumberman, Inc. 








Wanted an experienced estimator and sales- 
man for Architectural Wood working plant. 
Steady position. Address Box 2-27, erican 
Lumberman, Inc. 





SALESMEN 

A tremendous new national promotion by one 
of nation’s most prominent wood awning win- 
dow manufacturers, necessitates expan its 
sales force in existing territories in the west 
and middle west. Excellent remunerations for 
men familiar with mill work jobbers, whole- 
sale lumber and buildi supply dealers in 
these areas. Send complete resume to Box 
2-37, American Lumberman, Inc. 





Wanted High Class Yard Manager. Must be 
experienced man capable of handling Half 
Million Dollar busi in metropolit area. 
Must have top recommendations as to charac- 
ter and willingness to work. Must have pleas- 
ing rsonality. Good salary plus share oi 
earn e. Address Box Z-28, American Lumber- 
man, Inc. 





HELP WANTED — MALE 


Foreman — For lumber yard with experience 

= genes Northern Hardwoods and operating 

modern diy kilns. Old se furniture 
er i new plant estern 

Pennsylvania. Excellent i 

right man. Write Box 2-38, 

man, Inc. 





rtunity for the 
merican Lumber- 


Progressive Maryland retail lumber and build- 
ing material company interested in employing 
young or middle aged man for order desk and 
office salesman dealing with contractors and 
retail trade. Experience necessary. Excellent 


HELP WANTED 





WANTED — A man who has had retail lumber 
yore experience, figuring and selling lumber, 

rdware, paint and other building materials. 
Address Box Z-36, American Lumberman, Inc. 





LUMBER BUYER — Unusual opportunity for a 
man thoroughly experieaced in purchasing of 
southern . West Coast | r and ply- 
* man now employed in this capac- 
ity. State educati peri and 
tions with sources of supply. Position also 
includes sales promotion management of 
lumber and plywood division of large whole- 
sale concern in the Great Lakes region. ogy ¥ d 
commensurate with experience and ability. - 
dress Box Z-40, American Lumberman, Inc. 








Splendid opportunity. Man between 30 and 45 
years, with well established retail lumber 
company near Baltimore, Maryland, as mer- 
hb Ai @.. hot tiet sales rs Land. 





and promotional “experience necessary. Write 
ef Box Z-42. American Lumberman, Inc. 

ary ate wit Its. Opportunity 
for right man to buy into company. 





Millwork Detailer — having experience in de- 
tailing and billing special millwork from plans 
and specifications, such as schvois, churches 
and hospitals. Good working conditions and 
with qualificati Long 
established woodwork factory, insurance ben- 
efits. 


salary ist 





American Sash & Door Company 
Kansas City 27, Missouri 





Excellent opportunity for 


wholesale lumber 
salesman callin 


on retail yards, industrials 
and jobbers. icago and Northwest metro- 
politan areas. Some established accounts both 
carload and LCL. Must be aggressive, seli 
starter. Will rtain man successiul in other 
lines. Compensation open. Address Box Z-48, 
American Lumberman, Inc. 





Wanted: Man with experience and ability to 
act as Sales Manager for a construction com- 
pany also handling building material. Old 
established company. Permanent position. Ad- 
dress Box Z-50, American Lumberman, Inc. 





SITUATIONS WANTED 





EXECUTIVE 


Desires to make change, available after March 
Ist. 25 years experience. Excellent record. 
Would consider sition where owner may 
wish to retire, th option to buy. Michigan 
referred. Address Box Z-29, American Lum- 
erman, Inc. 








ATTENTION: WHOLESALE LUMBERMEN 
Successful commission lumber buyer of West 
Coast woods, will buy for alert wholesaler in 
Midwest or East, who needs competitive price 


situation to build volume in boom years of 
1955 . Address Box 2-43, American Lumber- 
man, Inc. 


EXECUTIVE — BUILDING FIELD 
Protestant 45 —- Busisess Administration and 
Accounti 
yard an 16 years general construction, 
‘A.S.M.E.” fields with commercial building 
and fixtures. Experienced in all costs. Desires 

cti with lumber yard ciated with 
general contracting firm and future partner- 
ship possibility. Presently construction man- 
ager chain store operation. Negotiations confi- 
—- Address Box Z-44, American Lumber- 
man, Inc. 





. Experience proven; 2 years line. 


SALES REPRESENTATIVES 
WANTED 





MANUFACTURER'S AGENTS 


Representatives wanted by leading manufac- 
turer about to market new UL approved Class 
A prefabricated chi y- Tr potential 
with builders, building supply wholesalers, 
etc. Only applicants with good following will 
be considered. Submit complete information to 
Box Z-45, American Lumberman, Inc. 





Manufacturers Representatives—are you look- 
ing for competitive quality merchandise to 
balance your line? e have lawn rollers, 
ecutdoor grills. wheelbarrows, seeders, mortar 
boxes, wrought iron legs. and maay more. 
Address Box Z-23, American Lumberman, Inc. 


Aluminum Windows. Awning and horizontal 
glide types for new buildings. Reply to: Di- 
rector of Sales, P. O. Box 1072, Youngstown. 
Ohio. 





SALES REPRESENTATION 
AVAILABLE 





MANUFACTURER'S REPRESENTATIVES CALL- 
ING ON LUMBER JOBBERS in Chicago area, 
desire new lines for resale to contractors. 
Please write c/o P. O. Box 43, Wilmette, Ill. 





USED MACHINERY WANTED 





One medium size planer to dress four sides. 
working condition. In reply give full details 
and price. Address Box Z-46. American Lum- 
berman, Inc. 





WANTED: Good Used Yates A-7 Flooring 
Matcher. Ahonen Lumber Company, Ironwood, 
Michigan. 





WANTED — RAILS 





STEEL RAILS 
16#, 20#, 2+, 3+, 354, 404 and Heavier. 


MIDWEST STEEL CORPORATION _— 
518 Dryden St., Charleston, West Virginia 


RAILS, New and Relaying 
Bought and Sold 


M. K. FRANK 
480 Lexington Ave., New York 17, N. Y. 





WANTED — RAIL 
30 Ib. 10,000 Lineal Feet or Any Part. 


Address Box Z-33, American Lumberman, Inc. 








BUSINESSES FOR SALE 





Material. sawmill, store, planing 
Oui’ Book wales $60.000. For sale or trade 
for half, 


terms. Yearly volume $150 to $200 
thousand. “Old established. Address Box Z-26, 
Ameri eC. 





FOR SALE: Sawmill, Colorado, Price: $28,500. 
Perpetual cutting timber available. Write: Bob 
Bader, 142 Broadway, Denver 3, Colorado 
FOR SALE f 
Lumber Yard in North Eastern Pennsylvania. 
Located in county seat town and good farming 
community. Doing a good business. Address 
Box 42, Tunkhannock, Pa. 





Our lumber yard at Knoxville, Iowa, is for 
oulse Address Taber Lumber Co., 1220 Main 
St., Keokuk, lowa. 





For Sale 
Lumber and Building Materials Yard. Located 
Modoc County, California. Ranching, Lumber 
and Tourist C ity. Excellent hunting and 
fishi Good storage and warehouses, R. R. 








30 year old married man with 61, years sellin 
experience in retail and wholesale fields ol 
lumber and building 1 wants wholesal 
sales posites with national concern. Prefer 


atauk 








cgmertuaity. Give experience and 
tite Box Z-41, American Lumberman, Inc. 
Salary open. 
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g dison. Wisconsin, or eastern half 
of —. Address Box 2-49, American Lumber- 
man, Inc. 


December 


” 


Siding. 2 Trucks, Yard and Shop Equipment. 
Expansion would net excellent proceeds. 
Ready-Mix Plant if desired. Same location 26 
ecrs. 3500 Population. Trade area of 7500. 
{ interested write: 

Superior Lumber Company 

P. O. Box M, Alturas, Calif. 


954. AMERICAN LUMBERMAN © 





or 
rin 


ed 
er 
nd 


nt. 


26 
00. 








BUSINESSES FOR SALE 





Complete building materials yard in southern 
California. Town of 10,000 population, steady 
industrial payroll and big farm income. 1953 
net $15,000. Inventory $25,000. Land, buildings, 
and equipment $35.000. Address Box 2-34, 
American Lumberman, Inc. 





Retail lumber yard and complete builders ma- 
terial. Plumbing, Hardware, Cement, etc. 
Well located on U. S. Highway, in Michigan's 
best resort area. Masonry buildings, well 
established. Very good possibilities. Address 
Box Z-35, American Lumberman, Inc. 





SO. CALIFORNIA LUMBER YARDS FOR SALE. 

(A) Located 80 miles from Los Angeles. Made 
$63,000 net last five years after income 
taxes. Will require about $125,000. 

(B) Thirty miles from Los Angeles; established 
fifty years ago, one owner, one location: 

R.R. lease. Will require about $125,000. 

Long established yard in heart of Los An- 

geles; now closed, spur track. Wonderful 

for “Do It Yourself’ trade. Good lease 

$10 per day. 

Twohy Lumber Co.. Lumber Yard Brokers for 


over forty years. 714 W. Olympic, Les An- 
geles 15. 


(Cc 


LUMBER YARD 
For Sale or Lease. Buildings on land leased 
from and owned by Kansas City Southern RR. 
Approved for Field Warehousing. Vacant. Lo- 
cated Joplin, Mo. Atlas Finance, Apt. 903 
4605 Lindell Bivd., St. Louis 8, Missouri 


FOR SALE 


Retail lumber and hardware located in Chi- 
cago suburb on busy thorofare. Doing strictly 
a cash sale business of over $300,000 yearly. 
Can be increased 50 to 75% without effort. 
Owner over 80 would like to retire. Address 
Box Z-47, American Lumbermen, Inc. 





MISCELLANEOUS FOR SALE 





H. C. PLUSH DOORS BIRCH 


i Lauan 
2° 0°’ $ 6.94 $ 5.90 
2° 4" 7. 6.40 
2° 6” 8.00 6.40 
2° 8” 8.42 6.90 
2°10" 8.70 7.35 
3° 0” 9.31 7.35 
3 0" Ext. 16.50 15.50 


available. More to come, less 6 
St. Charles, Michigan. Modern Door & Lumber 
Co. Contact for distributorship. 


Have 6 C/L of both Birch and Mapogeey eens 
e 


ADVERTISING YARDSTICKS 


Basswood, 2-color. Same prices as 1-color. 
Also Paint Paddles. Immediate shipment. 


R. J. DUMONT Co. 
156 So. Melrose Ave., Elgin, Ml. 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 


EVERGREENS SEEDLINGS TRANSPLANTS 


For growing Christmas trees. Ornamental 
landscape lining-out. Quality stock direct from 
growers at low prices. Write for price ‘ist 
and planting guide. 


SUNCREST EVERGREEN NURSERIES 
Box 305. Homer City, Pa. 





LUMBER & DIMENSION 
FOR SALE 





Air Dried—Kiln Dried Appalachian White Pine 
4/4 through 16/4 Packaged 8 ft. Paneling 
Mouldings—Paneling. 
TRIPLETT LUMBER COMPANY 
LENOIR, N. C. 


Plaza 4-457] P. O. Box 738 


SUILDING PropucTs MERCHANDISER 


LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Mouldings 
Millwork Blanks 


Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EG049 





Top notch Douglas Fir and Western White 
Spruce Lumber. 
B. C. LUMBER INDUSTRIES, LTD. 
Wholesalers and Manufacturers 
5804 Fraser St., Vancouver 15, B. C. 





DOUGLAS FIR INDUSTRIAL CLEARS 
Kiln Dried 4/4 through 16/4 
NORTH AMERICAN LUMBER CO., 
1801 Willamette St., Eugene; Oregon 





PROMPT SHIPMENT 





R-V-LITE 
(Window Materials) 


Safe Hardware 
Dura-Flex Thresholds 
Belson Legs (Wrought Iron) 
Miracle Anchor Nails 
STORM WINDOW VENTS 
Sliding Door Hardware 
Pocket Door Hardware 


$75.00 Orders Freight Prepaid 
(Selling Only to Dealers) 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Il. 





USED MACHINERY FOR SALE 





We A shanging, ye ey ontes and lift 
truck package and offer for sale 3 one year 
old Ross straddle carriers Series 70 model 
6663 — 60° capacity. Prices quoted upon re- 
quest. 


These machines are like new and we also 
have plenty of 4"’x4'’x60" bolsters with bolted 
legs to go with the machines at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Illinois 
For Sale all or any part of Hardwood Flooring 
Unit consisting of the tololwing machinery all 
of which is in excellent operating condition: 
1—Weods 501M Flooring Machine 
1—G50 Yates-American Straight Line Rip Saw 
1—Yates-American No. 177, 30°' Double Pliner 
2—Yates-American E-1 End Matchers 
1—10 Ton Leitelt Screw Lumber Lift. 
All motors are 440 volts, 60 cycles, and 3 phase. 
For complete specifications and prices phone 
or write: 
MILLER BROTHERS COMPANY, INC. 
Johnzion City, Tennessee 





—_s  —— 


Mortiser with 3 mortise chain heads, 4 hol! 
chisel heads, 6 bases for the above heads with 
motors direct connected. 6'4’° from center to 
center of mortise heads when extended full 
length. 101/," from center to center of mortise 
heads when closed. Machine can be seen in 
operation. For further information write or 
phone: 
GRAND RAPIDS SASH & DOOR CO. 
1453 Buchanan Ave., 8.W. 
Grand Rapids 2, Michigan 
Ph: CHerry 3-3605 


For Sale — 1 used #80 Bell Multiple Head 
ow 





USED MACHINERY FOR SALE 





N dismantling Sawmill, Planing Mill and 

power House lomnesby owner by Ford Motor 

Company, L’Anse, Michigan. Entire inventory 

for sale at bargain prices. 

DULUTH IRON & METAL CO., Duluth, Minn. 
RA 2-7703 





HOT PROMOTION 


(begins on page 26) 





package selling. During the de- 
pression he worked as a salesman 
for a wrecking companv’s used 
material yard. He learned that by 
advertising enough brick and other 
materials to make a small building 
he could sell $195 worth of build- 
ing material for $295 and pocket 
a $100 profit. 


Sells $135,000 in Toys 


To offset the vear-end building 
slump more and more dealers are 
promoting home remodeling jobs 
and Christmas gifts in their stores. 
Mohawk’s experiment in selling 
the Christmas market in 1952 
racked up a handsome profit. By 
replacing some building materials 
disnlays near the store entrances 
with children’s toys and bicycles, 
in one month Mohawk sold its en- 
tire $25,000 toy inventory. 

Last year, Mohawk sold $135,000 
worth of toys, and this year the 
firm ordered a $250,000 toy inven- 
tory and planned an ageressive toy 
promotion campaign. To promote 
a set of road building tovs which 
retail from $14.95 to $19.95 each, 
Mohawk took half-page, four-color 
ads in the comic pages of a Sunday 
newspaper. 


Yule Tree Promotion 


To bring more customers into 
Mohawk’s stores during the Christ- 
mas season this vear. Harry Smith 
ordered five carloads of nursery- 
grown Canada balsam trees and 
sold them on a cash-and-carry 
basis at 97¢ each. 

Newspaper ads in the Sunday 
papers advised customers that 
fresh Christmas trees would be 
available at Mohawk’s yards, Tues- 
day and Wednesday, December 
14-15, 

The parking lots of the five Mo- 
hawk stores were used to display 
the trees. A cash register was set 
up at the lot entrance supermarket 
style to check out customers who 
bought trees on a first-come basis. 

Christmas tree ornaments, lights. 
stands and 4x8 sheets of hardboard 
panels were displayed next to the 
checkout counter and proved to be 
profitable impulse items. 
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PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
Tendo Mork High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 



































We can SELL it 
for YOU! 


Yes Sir, American Lumberman’s classified adver- 
tising section is devoted to your selling needs. We 
will list your business for sale, used equipment or 
help find a new man for you! Check the dozens of 
ads now appearing in this issue—we'll do a good 
job as proved by the many repeat classified adver- | 












1912-1954 


FACTURERS OF tisers through the years. 











Se RED CEDAR SIDING. SHINGLES. LATH Don’t forget that American Lumberman reaches 


seme 25,000 interested persons every other Mon- | 
day in its nationwide distribution. Check the clas- 
sified pages for rates or send us your ad and we’ll 
quote you our best rate. 




















“WHAT'S 





“What's New” Items 


AN AO AP 

. BN BO 5BP 

CN CO CP 

Advertised Products NCO 
EN EO EP 

FN FO FP 

GN GO GP 

HN HO HP 

JIN JO 3 

KN KO KP 











Nome Position 
(Please Print) 

Company Street 

City Tone State 





56 December 27, 1954, AMERICAN LUMBERMAN © 














Advertisers’ Index 





{AA) Ahonen Lbr. Co one 4 
(AB) American Lumberma: 30-31, 57 
(EL) Better Farming | 
(AD) Boehm-Madisen Lbr. Co 4 
(AE) Bonifas Lbr. Co... Wm 4 
(AF) Bunyan Lbr. Co., Paul 56 
(AG) Cadillac-Soo Lbr. (Ce 4 
(AH) Christiansen C: Cc. M 4 
(AJ) Cloud Oak Flooring Co 12 
(AK) Conifer Lbr. Sales 47 
(ALS Copelamd Tah, CO. wc ccccctiecccvcsttetenpenee ca 4 
(EL) Country Gentleman 11 
(CC) Dexter Lock Co,, Sub. of National Brass Co... 2 
(AO) Flavelle Cedar Limited ee 56 
(AP) Fordyce Lbr. Co t 17 
(AR) Fox Lbr. Co., Abbott ‘ 
(BA) Gillies Bros. & Co., Ltd 47 
(8B) Goodman Lbr. Co . . { 
(8D) Hassall, Inc., John 29 
(8E) Hines Lbr. Co., Edward ; ee 
(BF) Holt Hardwood Co at { 
(86) Home Maintenance & Improvement magazine g 
{8H) Lumbermens Mutual Casualty Co . 46 
(8J) Macklanburg-Duncan Co 14-15 
(BK) Mastic Tile Corp. of America . 60 
(EA) Mauk “Lumber Co., The C. A 58 
(EA) Mauk Seattle Lbr. Co 58 
(BL) Meloud Lbr. Co Tae 16 
(8N) Michigan Pole & Tie Co 4 
(BO) Mobile River Saw Mill Co In ? 88 
(CC) National Brass Co. (Dexter Lock Co.) wid yd 2 
(BP) National Mfg. Co be . a a 
(89) Ozan Lumber Co . 38 
(BR) Pullman Mfg. Corp . 29 
(CA) Roddis Plywood Corp 4 
(C8) R.O.W Sales Co att, 
(CO) Saturday Evening Post 5 
(CE) Schubert Co., H. A . 49 
(CF) Standard Conveyor Co 47 
(CH) Superior Lbr. Sales Co 68 
(CJ) Tannewitz Works _ 49 
(CK) Webster Lbr. Co., H. E 46 
(CL) Wells Lbr. Co., J. W . 49 
(CN) Wells Lbr. Co., J. W 4 
(CP) Winter Seal Corp i 6 
(CQ) Wisconsin-Michigan Pace 5 





Information Offered In Advertisements 


Do you wish detailed information on a specific product or 

service? Check through this easy-to-use index of literature 

and data offered in this issue's advertisements: 

ADVERTISING AID: Sample. information: Home Mainte- 
nance & Improvement. See adv't p. 8 

CONVEYORS: Literature; Standard Conveyor CC 
p 47 

HARDWARE— cabinet 


See adv't p 


o. See advy't 


Counter Display; Dexter Lock Co 

NAILS, annular thread: Samples; John Hassall Inc 
p. 29 

PICKET CUTTERS: Informatio H. A 
adv't p. 49 


See adv't 
Schubert Co See 


SASH BALANCE: Display unit; Pullman Mfg. Corp. See adv't 








p. 29 

WINDOWS, aluminum Information Winter Seal Corp. See 
idv't p. 6 

WINDOWS vood: Informatior R.O.W. Sales Co, See adv’t 


BUILDING Propucts MERCHANDISER 





NOW... 
NEW REVISED EDITION 





560 page volume — 5 x 6inches. New 
ideal size — big enough to lie flat — 
easier to use, easier to read! 


LUMBERMAN'S ACTUARY 


by JOHN W. BARRY 
11th edition 1954 


The well known Barry Lumberman’s Actuary 
has been completely revised and expanded and 
is ready for immediate distribution. 


TOP DOLLAR page is new $400.00 per M in- 
stead of $150.00 and the starting unit price is 
$20.00 — a total of 461 main dollar pages 
plus pricing units of squares such as shingles. 


PIECE PRICE tables have been added to each 
of the traditional Actuary dollar pages. The 
price per piece of any standard commercial 
size of lumber 8 to 20 feet long is given at any 
of the prices shown. 


No looking in two places or writing out your 
own piece price schedule. 


It is all in the new Actuary right under your 
thumb. This is the first time such a set of tables 
has been offered. You can sell by the piece or 
by the thousand—all from the same page and 
same book at any desired price. 


Actuary estimate and data pages have all been 
revised and new material added. The cover is 
a durable fabric with stitched binding that 
allows the book to lie flat. Linen faced index 
tabs are varnished for greater durability. Total 
pages are now 560 vs the old 504, 


The price is only $16.50—you can’t afford to 
miss not having this new edition. Send in your 
order today and we'll send you your copy 
immediately. 


American Lumberman, Ine., 139 N. Clark, 
Chicago 2, Illinois 








(To obtain more deta on advertised products see page 56) 
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Just last week the cost of living went up fifty cents a bottl: 


ie 


Vany girls who walk the straight and narrow have shapes like 
that 
* + . 


“No,” said the centipede, crossing her legs, “A hundred times 

no 
* o * 

“They tell me you pushed a wheelbarrow down the street last 
night right after our company New Year's eve party. Is that 
right?” asked the boss. 

“Yes, sir,” admitted the clerk. “I was pretty well crocked.” 

“Well, how do you think I feel over the possible loss of prestige 
that your actions may have brought upon our business?” glowered 
the boss. 

“T never thought to ask you, Boss,” replied the employee 
rode in the wheelbarrow.” 


“You 
. * - 


She was one of those passionate girls. I could tell by the way 
she dug her fingers into my wallet 
or ee 
After his wife had quadruplets he went out and bought a fifth. 
“VERE a 


And a happy, prosperous 1955 to you. If you're ending the old 
year right, of course, you'll continue the same way—stocking and 
selling MAUK items. 

However, to those unacquainted with MAUK_ merchandise, 
those still seeking superior quality, finer value and better service, 
we extend not only best wishes for the New Year but the oppor 
tunity to make wishes come true 

We invite you to investigate the advantages of doing business 
with the MAUK Lumber Co 


* * * 


Simple Celia saves she knows a blond gal who's so dumb she 
doesn’t know whether she’s coming or going, until she looks down. 


* oa * 
There’s an old Chinese proverb that says salesman who covers 
chair instead of territory is on the bottom all the time 
* * . 
Monkeys have a good time because there are so many of them 
and there are so many of them because they have such a qood 


time 
* + * 


Do You Know What Dep't: 

Do you know what an icicle is? A drip caught in a draft 

Do you know what a skeleton is? A stripteaser who's over- 
done it. 

Do you know what a happy New Year is? The year you dis- 
cover MAUK Lumber Co. products J 


MAUK Seattle Leeuhae Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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YOUR PROFIT-MAKING FORUM 


(begins on page 38) 





well both to small discussion groups and large ones. 
For instance, you might have a small, raised platform 
at one end which can be used like a stage for lectures, 
demonstrations and films. Or for special displays of 
new power tools, new materials and fine examples of 
your members’ work from ship models to china 
cabinets. 

Also set up a long table for plan books, instruction 
sheets and product literature, with plenty of space 
to spread out in, plenty of comfortable chairs and 
good lighting where members can relax and really go 
to work. You’ll also want to have plenty of sharp 
pencils and paper on hand. The easier you make it 
for members to get information and absorb it, the 
more they’ll come back and the more you'll sell! 


Boom out the news 


Plan a definite schedule of hard-hitting ads an- 
nouncing the grand opening of your Do-It-Your- 
self Club and inviting everyone in town to come, 
whether they’re interested in learning how to build 
bird houses, model ships, paint furniture, hang wall- 
paper, remodel the attic or build their own home. 

If possible, announce door prizes, free give-aways 
and free plan books for your grand opening. Copy 
should also invite everyone to visit your model work- 
shop and club lounge and point out that membership 
is free to anyone interested in do-it-yourself jobs. 

For extra advertising value, issue membership 
cards. You probably can design a clever one that 
will get you lots of valuable word-of-mouth publicity 
and create good will for you all over town. 

For example, one side of your membership card 
might feature an amusing illustration of a happy 
amateur in overalls, loaded down with boards, T- 
square and tools. And opposite this, the name of your 
club, space to write in the member’s name, and 
underneath, his membership classification. 

Use humorous classifications which lead to friendly 
rivalry among members and bigger and better do-it- 
yourself jobs. For instance, the “Tender Thumbs 
Class” for beginners .. . “Bird House Expert” and 
“Paper-Hanging Whizz” for specialists . . . and the 
“Know-It-All” or “Top Dog Class” for members who 
have graduated into the new home building class. 

On the back of your cards, list membership priv- 
ileges and the days and hours your workshop and 
lounge are open to members. Evening hours and 
week-ends are best. In your announcement ads and 
others promoting do-it-yourself projects, be sure to 
play up your membership cards and explain that a 
membership card entitles each member to enjoy the 
facilities of your workshop and lounge and to attend 
special lectures, demonstrations, films and hobby 
shows. It’s also a chance to meet new friends inter- 
ested in the same hobby. 


Don't forget this 


Instead of offering a few expensive door prizes at 
your opening, offer as many moderate-cost ones as 
you can, from home repair kits and paint rollers to 
pre-shaped kitchen shelves and model plane kits. . 
the kind of prizes that will lead to more do-it-yourself 
sales! Also plan an excellent program of demonstra- 
tions for your grand opening, manufacturers’ repre- 
sentatives will be more than happy to cooperate with 
you on this. And end your opening on a party note 
by serving cider, doughnuts and coffee. This is the 
kind of promotion that pays for itself many times 
over for months to come! 

For more smart ways to land your share of this 
$6 billion-a-year business, watch for your “Profit- 
Making Forum” in next month’s issue. 
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BALL 


BEARING 


handling daily door traffic without the least sign of strain or wear. The 
fine precision construction of every detail is in strong evidence. And the 
lustrous beauty of the wide variety of standard finishes distinguish these 
door butts as truly a quality product. 


Your trade will appreciate the generous assortment from which to make a 
selection of either the ball tip or button tip styles. These are made in both 
the round and square corner types. Available are the 3'2, 4, and 4'% inch 


DOOR BUTTS 


These strong butts are designed for heavy duty and make light work of 






sizes; they can also be supplied in the template style. 





No. BB502 Button Tip Butt 





Ball Bearing 





iS. Wall 
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No. BB502RC Button Tip Butt 


Ball Bearing 











No. BBSGORC Ball Tip Butt Boll Bea: ing 


MANUFACTURING COMPANY 


STERLING 


i> 


ILLINOUS 








High style—low cost... 
No wonder 


its soeasy to sell 


MATIC O 
PARQUETRY 


TILE FLOORING 


ee 


MASTIC TILE Ce 
Joliet, Ill. « Le 


Manufacturers of: Confetti e Aristof! 
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everywhere cre finding that Par- 
swer to their flooring problems. First, 
a truly dist nctive tloorir 9g 
wood tones harmonize per- 
heme, compliment every 
ym traditional to modern 
long-wearing floor, too 


s and scratches. And it can 


r 
> trom base- 


same as 

iget minded 

ford it. Feature Parquetry 
counter you'll find 

tor it. Available in four desirable 


t and Mahogany. 


CORPORATION OF AMERICA 
e Long Beach, Calif. ¢ Newburgh, N. Y. 


x @ Parquetry @ Asphalt Tile @ Cork Tile @ Plastic Wall Tile 





